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NEW FRELINGHUYSEN 
COMPANY UNDER WAY 


Senator to Revive Charter of American 





Fire Insurance Corporation Ob- 
tained in 1914 





HIS ASSOCIATES IN VENTURE 





Capital Will Be $200,000, Surplus 
$100,000—Will Write Fire In- 
surance Only 





Senator J. S.. Frelinghuysen has 
again taken up the organization of the 
American Fire Insurance Corporation 
with the intention of placing it active- 
ly in the field as soon as possible. 

The charter for this corporation was 
obtained in 1914 and little or nothing 
has been done with it since that time. 
Some of the original incorporators are 
no longer interested in the company, 
tut their consent has been obtained to 
a renewal of the charter and other 
capital has been interested in the pro- 
ject. 

The Incorporators 

The present list of incorporators is 
composed of J. S. Frelinghuysen, E. C. 
Jameson, G. F. Hutchings, J. A. Mets, 
Jr., John M. Daggett, C. A. Garthwaite, 
L. R. Bowden, G. W. Van Cleefe, W. C. 
Kuester, George A. Dilts, Burroughs 
Van Fleet, William J. Cornwall, R. L. 
Dougherty. 

Mr. Frelinghuysen is president of the 
Stuyvesant Fire, vice-president of the 
Industrial Fire, Akron, Ohio, and a di- 
rector of the Insurance Company of the 
State of Pennsylvania. 

Mr. Jameson is president of the 
Globe & Rutgers. Mr. Hutchings is 
secretary of the Stuyvesant and the 
Industrial Fire. Mr. Mets is secretary 


to Senator Frelinghuysen. Mr. Garth- 
waite is vice-president of the Stuy- 
vesant. Mr. Bowden is vice-president of 


the Pacific. Mr. Kuester is a secretary 
of the Stuyvesant. 

The proposed company will have 
$200,000 capital and $100,000 surplus 
and will write fire insurance only. 


DEPOSIT BILL SIDETRACKED 

It has been decided not to present 
in the Canadian Parliament the bill re- 
quiring British and foreign fire com- 
panies to maintain on deposit with the 


government securities of an accepted 
value of 25 per cent. in excess of lia- 


bilities. 
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Conflagration Proof 


HE HOME 


INSURANCE COMPANY 


EW YORK 


ELBRIDGE G. SNOW, President 





Underwriting Capacity Second to None 





FIRE AND ALLIED BRANCHES OF INSURANCE 


Fire, Lightning, Automobile, Commissions, Explosivn, 
Hail, Marine (Inland and Ocean), Parcel Post, Profits, Regis- 
tered Mail, Rents, Rental Values, Sprinkler Leakage, Tourists’ 
Baggage, Use and Occupancy, Windstorm, Full War Cover. 


STRENGTH REPUTATION SERVICE 



































The Pennsylvania Fire Insurance Co. 


Independence Square PHILADELPHIA 
BRANCH OFFICE, 76 William St., N. Y. CITY 
E. G. RICHARDS, President 


Writes all customary forms of Fire Insurance 





Born under the shadow of Independence Hall, its office has 
been on the same site for 93 years, during which time it 
has steadfastly upheld the traditions inseparably 
associated with its birthplace. 




















Fire & Marine Insurance Co. 
Cash Capital $2,500,000.00 


HE SPRINGFIELD for two-thirds of a century has 
transacted business solely under its own corporate 
name, without annexes, underwriting agencies or 
subsidiary companies. An agent of the SPRINGFIELD is 
not a half, a quarter or any other fraction of an agent, but 
is vested with the rights and dignity of an undivided — 
sentative of an undivided and independent company. The 
SPRINGFIELD stands today pre-eminent among American 
fire insurance companies. 


SPRINGFIELD MASSACHUSETTS 





TAKING MONEY FROM 
INSURED CITIZENS 


Mutual Life Protests 
Against Steadily Increasing Tax 





New England 


Load Carried By Companies 





THRIFTY BEING PENALIZED 
Reserve and Surplus Held By Insurance 
Companies Are Property of 


Industrial Members 





In a strong article, protesting against 
current theories of life insur- 
ance, and protesting against a halt on 
proposed legislative measures in sev- 
the New England Mutual 
Life in “The New England Pilot,” which 
went 


taxing 


eral states, 
to agents on Saturday, makes a 
plea that policyholders of all compan- 
ies be awakened to the seriousness of 
the 
an adverse 


situation. They alone can create 
public “The ed- 
ucation of the millions of people who 
paying their pre- 
miums, is the only way to control what 
mild form of 
spoliation,” says the Company. 

The New England Mutual Life takes 
as its text for the article a definition of 


opinion. 


pay these taxes, by 


threatens to become a 


life insurance taxation made by Elizur 
Wright, the founder of legal reserve 
life insurance. “A tax upon life insur 
ance is nothing more than a tax upon 
widows and orphans,” Mr. Wright said. 

What Would Wright Say if Living? 

While Elizur Wright was living the 
danger of being heavily taxed was the 
the that threatened 
what was then an infant industry, life 
insurance. “What that noble 
man say if he were alive today, and 
saw the assets of the whole institution 
of life insurance under the fire of able 
and cunning legislative tax-hunters?” 
the New England Mutual asks. Con- 
tinuing the Company says: 

These worthy citizens are cudgeling 
their brains for new sources of tax in- 
come. The six billions of assets of the 
old line life insurance companies offer 
a tempting treasure. And, beyond ques 
tion, the steadily increasing tax load 
has been due to the ease with which 
the large aggregates entrusted to the 
companies could be reached. 

Now it is clear that so great a busi- 
ness can hardly expect to go tax-free 
But how much should the companies be 


least of troubles 


would 
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asked to pay? For instance, should the 
character of their work be taken into 
consideration in answering this ques- 
tion? Is it public policy to increase the 
cost of life insurance, whose immense 
services to the state are now so uni- 
versally recognized? 

Furthermore, the fact that the work 
of life insurance is being accomplished 
on strictly scientific and business prin- 
ciples does not weaken in the slightest 
its social and philanthropic character. 
On the contrary, this very fact en- 
hances its value, It is the most effica- 
cious embodiment known of the injunc- 
tion, Bear ye one another’s burdens. 

Taxing a Loss 

The truth is that this tax propa- 
ganda is wrong in principle. Let us 
admit that the old argument against 
taxing life insurance companies be- 
cause you thus penalize the thrifty, has 
little real force. All taxation is neces- 
sarily a tax on the thrifty, for the 
thriftless pay virtually no tax. 

But who ever heard of taxing a loss? 
Obviously, premiums are paid to cover 
actual losses—values which have suf 
fered annihilation. Life insurance is 
essentially a co-operative enterprise, 
conducted by the policyholders, whose 
object is the distribution of losses, as 
they are sustained, among all mem- 
bers. These losses are covered by the 
premiums that are paid by the partici 
pants in the undertaking. 

But, taxing losses is contrary to all 
sound economics! Suppose your house 
became a “total loss” through fire—how 
would you and your neighbors like to 
be taxed, because both you and they 
had contributed to help replace the 
loss? Then, why tax the institution 
that helps distribute the loss caused 
by death? Why any tax at all, we ask, 
on such a transaction? In England, 
so far from being forced to pay a tax 
because he wants to help his family, 
and therefore the state, by insuring his 
life—a man is allowed to deduct life 
insurance premiums from his income 
in computing his income tax. 

No, the only justification ever at- 
tempted is this: the state needs the 
money! 

Taxes of New England Mutual 

However, as long as these taxes re- 
mained small, it was easier to pay 
them than to protest on a grand scale. 
But times have changed. The only ten- 
able ground for insurance’ taxation, 
namely, to cover the cost of state 
supervision of an important public in- 
terest—was long since outstripped. It 
is estimated that the relative expense 
of the insurance departments of the 
various states to the income from all 
forms of insurance taxation is as 6 to 
105. About 5.7 per cent. of the total 
receipts are used for expenses. 
Insurance Taxes Paid by the New 

England Mutual During 10 Years 
Federal State Taxes 
Taxes Licenses and Fees Total 


COTE eee $123,124.62 $123,124.62 
1910 cecvcce $15,804.81 13,976.13 146,780.94 
TOM necccce 15,740.98 135,816, 27 151,557.25 
eee 18,133.71 146,620,59 164,754.30 
ar 6,729.83 159,837.03 166,566.86 
IEA. nccesve 2,206.17 171,038.31 173,244.48 
BL 883,08 181,375.60 182,258.68 
0 27.00 187,957.00 187,984.00 
| MTT 9,724.57 190,013.83 199,738.40 
1918 ....++. 26,695.26 222,285.58 248,980.84 


Totals ...$95,945,41 $1,744,990.37 


The increase in the taxes that our 
Company has paid is shown by this 
statement: 1897, $63,450; 1907, $112,- 
884; 1917, $199,738—which is more than 
three times what we paid twenty 
years ago. 

Twenty years ago, the total taxes 
paid by sixty-eight companies were 
$4,000,000; incidentally, this sum would 
have bought at age 25, on a 3 per cent. 
reserve, over $10,000,000 single premi- 
um paid-up life insurance. 

In 1917, no less than $17,000,000 were 
collected! This would have bought 
$42,000,000 single premium paid-up life 
insurance, at age 25. 

The Flood of Bills 

This winter is the open season in 

many states for legislative action on 


$1,649,044.96 
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Great Southern Life Insurance Company 


HOUSTON, TEXAS 


For Agency Contracts address 


O. S. CARLTON 


PRESIDENT 


























insurance questions. Strange and 
wonderful bills are being presented in 
several capitols—some with a view to 
lowering insurance standards; others to 
increase tax revenues. In order to call 
a halt on much of the proposed legis- 
lation, there is just one method open 
to our citizens: creating an adverse 
public opinion, by awakening the policy- 
holders to the situation. The education 
of the millions of people who pay these 
taxes, by paying their premiums, is 
the only way to control what threatens 
to become a mild form of spoliation. 


It seems incredible that some policy- 
holders do not see that, in this form of 
tax, the state simply takes the money 
from the pockets of its insured citizens. 
It does this through the medium of a 
voluntary association organized for in- 
suring lives. Every dollar of reserve 
and surplus held by such associations, 
whether so-called “stock” or “mutual,” 
is the property of their individual mem- 
bers. This lesson must be learned by 


systematic campaign by those who 
know the facts is the only method of 
publicity that has the slightest value 
in the premises. 

Let every agent and every policy- 
holder do his share in educating his 
fellow members, who are still in ignor- 
ance, on the true effect of this mis- 
taken movement. 

In America the people are citizens, 
not subjects; their-chosen leaders are 
their servants, not their masters. Here 
the only sovereign is the people, and 
their deliberate will is the ultimate law 
of the land. 


TRAVELERS’ TOWER FINISHED 

The finial of the Travelers’ Tower 
has been put in place and the structure 
will go no farther skyward. It now 
reaches the equivalent of forty-four 
stories, a height of about 525 feet. The 
finial tops off a lantern, which in turn 
rises above the last round of stone 
work. Nearly a whole quarry was 
used in building the tower. 





every insured person; and an organized, 
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Mutual in Principle and Practice 
Q Impregnable in Strength Q 
Enterprising, Conservative Management 


Comprehensive, Adaptable Policies 





| Prompt Pent of Death Claims I 
Efficient Survinn te Pellagtitiees 
T Training and Stnention for Agents T 
A satisfied constituency gained by Fifty- 
A eight years of public service A 


These are some of the advantages enjoyed by 


representatives of B 


B THE EQUITABLE LIFE ASSURANCE SOCIETY 


of the United States 


L For agency openings address: L 
W. E. Taylor, Second Vice-President 
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BOOSTING BY KNOCKING 


Insurance Paper Makes Its Own Choice 
of a Straight General Agency and 
Company 


An insurance newspaper, in saying 
some pleasant things about the Goulden 
& Millar general agency of the Connec- 
ticut General in New York City, says 
by the inverse ratio process some very 
unpleasant things about other general 
agencies. 

“How Goulden & Millar won the con- 
fidence of other agents is a long story,” 
the article recites, “but by giving every 
agent an absolutely square deal and by 
showing them that they would protect 
at all hazards the business of agents 
doing business with them, they made 
their plan a great success. Goulden & 
Millar became known as the square deal 
agency and the Connecticut General] 
became more widely known as _ the 
square deal company.” 

If Goulden & Millar or the Connecti- 
cut General had read the proof on this 
erticle they undoubtedly would have 
asked the editor not to make himself 
ridiculous by printing it. To say that 
one general agency is known as “the 
square deal agency” or one company is 
known as “the square deal company” 
means that the other general agencies 
and the other companies are not con- 
ducted on the level. 





A local manufacturer 

Life Insurance in a certain large city 

Increases was politely but firmly 
Bank Credit refused an _ additional 
loan, last month, by 
his banker, because he had borrowed 
already the full amount that the bank- 
er thought he should have. Even the 
fact that the manufacturer had _ sold 
his product at a big profit failed to get 
the accommodation. Casually the ap- 
plicant mentioned that he had just 
bought a policy for $10,000 life insur- 
ance. The words acted like magic, the 
banker’s whole attitude instantly 
changed, and in a few minutes the re- 
quest was granted, the policy being 
assigned to the bank. 

This real experience is typical. Busi- 
ness men everywhere are finding the 
worth that life insurance “collateral” 
has in the eyes of the up-to-date banker. 

Here is another illustration: One of 
the agents in our home office agency 
was lunching this week with two 
friends, a contractor and a banker. The 
conversation turned on life insurance, 
and the agent told the contractor that 
he thought $10,000 insurance ought to 
be added to his line on account of the 
impending expansion of his business 
through the coming of peace. The con- 
tractor demurred, and the agent came 
back with one brief remark: “If this 
policy does nothing else, it will increase 
your credit with your bank, 2nd you 
are likely to need big financiai assist- 
ance very shortly.” The banker at the 
table joined the conversation at this 
point with the brief but significant re- 
mark: “What our friend here states 
is absolutely true.” Nothing else was 
said, but the ultimate effect was satis- 
factory to the agent. 

As a matter of fact, a man’s finan- 
cial rating by his bank is _ often 
strengthened more by a large policy 
payable to his estate than by some cus- 
tomary forms of security.—“The New 
England Pilot.” 





COST PER DAY 

Here is a man on a monthly salary 
He totals up his family expenses each 
month, to make sure he is keepin 
his expenses within his income. I! 
you talk to him about insurance, you 
will make more headway with him 
when it comes time to mention the 
cost of the insurance, by telling him 
how much he will have to put by each 
month, or, better still, each day. Then 
he gets a much better perspective of 
the cost. It doesn’t seem prohibitive. 
He sees that it is within his reach.— 
“Provident Notes.” 
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Not to Write Health 
and Accident Policies 


TWO COMPANIES DENY RUMOR 


National Life, of Vermont, About to 
Issue Fiduciary Contracts— 
How Rumor Started 


A rumor that two had 
notified the New York Insurance De- 
partment of intention to amend their 
in such a way as to permit 
the writing of health and accident in- 
surance was referred to the companies 
by The Eastern Underwriter for cor- 
1oboration. 

George B. Young, general counsel of 
the National Life of Vermont said in 
response: 

“Your letter, asking that we wire you 


companies 


charters 


facts regarding proposed amendment 
of our charter to write health and acci- 
dent business, is before me. No 
amendment is proposed. Under our 


charter, as originally granted, and the 


General Laws of this State, Chapter 
232 of the General Laws of Vermont, 


the Company is authorized to write life, 
accident and health insurance and the 
granting of annuities. There has been 
no amendment of our charter for a 
good many years. There are certain 
provisions of Chapter 232 enacted in 
1915 by No. 158 of the Acts of that 
year, Sec. 7 of which Act, being Sec. 
5526 of the General Laws, make the 
provisions of the general law applicable 
to corporations then existing and doing 
business, so that they automatically af- 
fect the powers of the National Life. 
“In 1917 there was a General Act 
passed relating to the powers of insur- 
ance companies to hold the proceeds of 


their policies in trust under various 
conditions, being Act 163 of the Laws 
of Vermont of 1917, under which we 


are about to issue our proposed Fidu- 
ciary Contracts.” 
Actuary Charles H. 
Massachusetts Mutual, 
Eastern Underwriter: 
“At the request of the New York In- 
surance Department we have recently 
filed a certified copy of our charter, to- 
gether with certified copies of certain 
laws passed by the legislature of Mas- 
sachusetts authorizing life companies, 
notwithstanding anything in their 
charters, to incoyporate in life policies 
provisions for waiver of premium and 
Payment of special surrender value in 
the event of total permanent disability, 
and to issue, grant, and dispose of an- 


the 
The 


of 
to 


Angell, 
said 


nuities. The only purpose of filing 
these papers was to make clear the 
Company’s right to embody disability 
provisions in its life policies. We do 


not intend to issue health and accident 
insurance.” 





MODERN WOODMEN ALARMED 
Epidemic Coming on Top of War 
Claims Depletes Treasury Creating 
Critical Situation 


With the view of saving the Modern 
Woodmen of America from financial 
difficulties a convention was held in 
Chicago March 25 to talk over the sit- 
uation. Head Council A. R. Talbot out- 
lined to the gathering the condition re- 
sulting from the epidemic ard war 
losses and described the situation as 
critical, 

Mr. Talbot said that in October, 1918 
ro Society had a general fund of $10,- 
0,000 in securities. This fund has 


been reduced to $640,000 because of the 
excessive 


o. number of claims resulting 
= the two causes mentioned. 
uring the war the society by a 


Speci; Qaecace ° ‘ 

ene assessment raised a fund of $6,- 
— out of which all war claims had 
ft n met and there remains in this 
Me 000. The war claims, said 
“Yr. Talbot, were as nothing compared 


to those s 
Se due to influenza ; Se 
monia, fluenza and pneu 


H. H. Steiner Made 
Supt. of Agents 


CONNECTICUT MUTUAL CHANGES 


G. M. Lovelace to Be General Agent in 
Tennessee—Messrs. Gray and Holder- 
ness Assistant Superintendents 


Griffin M. Lovelace, who has been 


connected with the Connecticut Mutual 
its superintendent of 


since 1907, and 


H. H. STEINER 


egencies since January 1, 1909, has re- 
signed that position in order to accept 


Sic 


ui general agency for the Company in 
Tennessee. During his twelve years of 
service in supervisory work, Mr. Love- 
lace has rendered this Company valu- 
able service. 

Following Mr. Lovelace’s resignation, 
the board of directors has appointed 
Henry H. Steiner as superintendent of 
agencies. Mr. Steiner has been with 
the Company since August 24, 1915, first 
as a supervisor of agencies, and since 
May 16, 1918, as an agency correspond- 
ent. 

With acquaintance 


his extensive 











H. F. GRAY 
among the field force and his broad 
knowledge of the Company’s policies 


it's 
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FORREST F. DRYDEN 
President 











The Prudential Insurance Company 
of America 


Incorporated Under the Laws of the State of New Jersey 


HOME OFFICE 
Newark, N. J. 
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and plans, in the shaping of which he 
has had an active hand, he brings with 
him into his new duties a fine equip- 
ment for the work before him. 

The Board of Directors has appoint- 
ed Harry F. Gray and Harold M. Hol- 
derness assistant superintendents of 
agencies. 

Mr. Gray came with the Company in 
September, 1910, as its general agent 
for West Virginia, and on June 1, 1917, 
was appointed one of its supervisors 
of agencies. He brings with him to his 
work a thorough knowledge both of 
conditions in the Company's field work 
and at the Home Office, which should 
be valuable to all who are interested 


in the Company's progress. 
Mr. Holderness was appointed a 








H. M. HOLDERNESS 


pervisor of agencies December 15, 1918, 
but has behind him a training in the 
line of work which he is undertaking 
which should insure a cordial reception 
in the fleld, having had experience 
both as a life insurance salesman and 
in Home Office actuarial work, and also 


more recently having been in full 
charge of the agency affairs of the 
George Washington Life Insurance 


Company of Charleston, W. Va. 

“With this team operating from the 
Home Office and co-operating with our 
supervisors in the field, Captain Kel- 
logg, Mr. KE. S. Miller and Mr. L. R. 
Campbell, we feel that our Agency De- 
partment is well equipped to carry on 


the Company’s plans for progressive 
organization building,” says the Com- 
pany. 


THINKS BILL CANNOT PASS 
Albany Observer of Legislature’s Ac- 
tivities Believes Health Bill Will 
Be Killed 


A well informed insurance man of 
Albany, speaking of the political situa- 
tion and its effect upon pending insur- 
ance legislation, made this remark to 
a representative of The Eastern Un- 
derwriter: 

“IT know of no influence in the legis- 
lature that is liable to prejudice or 
favor pending insurance legislation ex- 
cept the so-called Compulsory Health 
bill. With this exception it is my un 
derstanding that pending insurance 
measures will be dealt with on their 
merits in view of the opinions of indi- 
vidual assemblymen and senators. 

“It is my understanding that whatever 
friction has arisen is principally over 
the advisability of passing Senato~ 
Davenport’s bill No. 73,819, Int. 73, pro- 
posing a system of compulsory health 
insurance. It does not seem possible 
at this time that this bill can be passed,” 
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Central Committee of 
New York Associations 


NOW COVERED 





ENTIRE STATE 





Life Underwriters’ Bodies Work To- 
gether—Phillips Hearing on Pub- 
lishing Agents’ Names 





associations of 
and 


There are six active 
life state, 
there has been little cooperation of in- 
them except through 
the medium of the National Associa- 
tion of Life Underwriters. Occasional 
ly, some members of these associations 
have met in Albany, but there are prom- 
inent men who have felt 
that there should be a closer relation- 
now resulted, and a 
consist of decle- 
association, is to be 
Brown, buffalo, is 
temporary chairman; and William F. 
Atkinson, Brooklyn, secretary. The 
committee organization will be perfect- 
ed at a meeting to be called for May. 


underwriters in this 


terest between 


association 
ship. This has 
central committee, to 
from each 
Edward I. 


gates 
named. 


Hearing in Albany 
The determination to have such a 
central committee resulted after a 


hearing in Albany before the Insurance 
Superintendent, at which resolutions 
were adopted and presented to the com 
missioner, asking that the names o, 
agents licensed in the state, with busi 
addresses and companies, be 
and kept up-to-date. At this 
meeting Edward |. trown was elected 
spokesman, and Senators Graves and 
Mullen were also present. The insu: 
ance men who attended were as fol 
lows: 

Albany Association, Paul Alexander, 
W. A. Baker, Jr., Chas. R. Tripp, C. H. 
Porter, EB, L. Marsters, F. W. Devereux, 

; P. W. Fenster. 

Buffalo, Edward [. Brown. 

New York, 8. 8S. Voshell, J. 8S. 
rick, W. F. Atkinson, O. S. Rogers. 

Rochester, Geo. H. Cooper. 

Behm, HH. B. 


ness 
printed 


My 


Syracuse, Chas. L, 
Husted, C. F. Teller. 

Utica, W. H. Shaw, W. F. 
Chas. T. Brockway. 


Wallace, 


Resolutions 
The resolution read: 


Whereas, the present method of filing 
life insurance licenses in the County 
Clerks’ offices of the State of New 
York as required by law, is found cum- 
bersome and inconvenient in Greater 
New York, and, 

Whereas, the same is 
tremely useful but somewhat 
nient in other countries 


found ex- 
inconve- 


Therefore, Be it resolved that we, the 
authorized representatives of the vari- 
ous life underwriters associations of 
the State of New York, recommend 
that the law be so amended as to re- 
quire that the Superintendent of Insur- 
ance of New York cause to be published 
at least once each year, and not later 
than March 380th thereof, a complete list 
by counties and alphabetically arranged 
therein of all agents licensed to write 
life insurance within this state, with 
their business addresses and the name 
of each and every company for which 
they are authorized to do business, and 
that a supplement to such list be pub- 
lished by the Superintendent of Insur 
ance at intervals of three. months 
thereafter during the calendar year, 
giving the additions to and eliminations 
from such original list, and when the 
said law shall have been so amended 
or concurrently therewith (and not be- 
fore) we recommend that the law be 
so amended as to do away with the 
issuance by the Superintendent of In- 
surance and the filing of triplicate cer 
tificates of authority in the County 
Clerks’ offices. 


NEW REINSURANCE COMPANY 





Now Being Formed in Texas By A. C. 
Bigger, H. C. Coke and 
E. R. Brown 


A. C. Bigger, for nine years superin- 
tendent of agencies of the Southwest 
ern Life Insurance Company, is in as- 
sociation with Henry C. Coke and E. R. 
Brown organizing a new company, the 
title of which is the American Life Re- 
insurance Company. 

A draft of its charter 
proved by the Attorney General and a 
permit to do business will be issued 
when details of organization are com- 


has been ap- 


pleted. 

The authorized capital is $250,000, 
which it is proposed to place so that 
it will produce at least $125,000 of 


surplus. 


Mr. Bigger says to “Best's Life Insur 


ance News” that between January 15 
and January 25 he had secured sub- 


scriptions for $375,000 of stock and sur- 
plus, with no promotion and organiza- 
tion expenses, all stock having been 
placed by him with his personal friends. 





JAMES F. O’DONNELL 
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O'Donnell, of 
matrimony is an in- 


James F. Syracuse, N. 
Y., is proof that 
centive for the success of a tife in- 
surance man just as it is for any other 
man. Mr. O'Donnell, who represents 
the Fidelity Mutual Life, was married 
the last day of December. During 
January he wrote more business than 
any agent in the Fidelity field force, 
becoming honor man for the month. 
He carried the Central New York ag- 
ency of the company to third place 
among the leading ten. 


FACTS TO REMEMBER 

Remind your prospect of the follow- 
ing facts, says “The Organizer”: 

Ninety per cent. of estates of over 
$5,000 are entirely dissipated in seven 
years. 

Nineteen out of every twenty people 
fail to provide for their old age. 

Twenty-five per cent. of men engaged 
in business fail. 

Life insurance has decreased pauper- 
ism 50 per cent. in the past thirty-five 
years. 

Thirty-five per cent. of 
of the nation are in want. 

Every man should protect himself and 
family against the inevitable rainy day. 


the widows 


Resolved, that such amendment of 
the law include a provision that upon 
request the Superintendent of Insur- 
ance furnish a copy of each of such 
lists to each managing or general agent 
of any company licensed to do business 
under the laws of this state. 








CO-OPERATION No. 17 | 
PER CENT of our 


8 1918 business was 
produced by full-time rep- 
resentatives; 12 per cent 
came from a small group of 
part-time men located 
chiefly in rural commun- 
ities, and 8 per cent was the 
surplus line business of 
full-time representatives of 
other companies. 

Our effective plans of 
training and co-operation 
are being devoted chiefly 
to full-time representa- 
tives. 


Phoenix Mutual Life Insurance Company 
of Hartford, Conn. 


JOHN M. HOLCOMBE, President 
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Red Cross Probing 
War Bureau Delays 


DEPENDENTS COMPLAIN 


Allotments Not Being Received on 
Time and Checks Often 
Held Up 


MANY 


A storm of protest against the War 
Risk Insurance Bureau's alleged delays 
in allotments, mix-ups in sending of 
checks, failure sometimes to receive 
checks, and slow acknowledg- 
ment of letters, is attracting the atten- 
tion of Congressmen, newspapers 
the Red Cross. The latter is making 
an investigation. The New York 
“Tribune,” after an inquiry by a mem- 
ber of its staff, printed this story a few 
days ago: 

(From New York “Tribune”) 

Dependent families of American sol- 
diers have been made to suffer many 
hardships through failure to receive al- 
lotments and allowances from the Bu- 
reau of War Risk Insurance. 

An investigation of the methods of 
the bureau as reflected in homes in 
New York City, prompted by the letter 
charging dishonesty and inefficiency in 
the bureau sent recently to Secretary 
of the Treasury Carter Glass by Thom- 
as Robinson Dawley, Jr., formerly con- 
nected with the bureau, shows: 

1. Allotment checks have repeatedly 
been sent to the wrong persons. 

2. Checks returned to the bureau be 
cause they were in excess of the proper 
amounts were not acknowledged for 
months. 

3. Families whose honesty prompte1 
them to return the checks that were 
excessive failed to receive the amounts 
due; in many cases the monthly allot- 


or no 


and 


ments ceased with the return of the 
erroneous checks. 
4. Many allotments have never 


been paid, despite the fact that soldiers 

serving in France had the amounts de- 

ducted from their army pay regularly. 
To Demand Investigation 

For obvious reasons, the names and 
addresses of the families that have 
been neglected are withheld at this 
time, but their grievances are being 
enumerated by the American Red Cross 
and a full investigation by Treasury 
Department officials is to be demanded 

The following are authenticated 
cases: 

After months of inquiry as to why 
her allotment had ceased, a woman in 
Brooklyn was reported by the Bureau 
of War Risk Insurance to be dead. A 
letter from the bureau demanded the 
return of checks that had never been 
received. During all this time her son 
in France was having $15 a month de- 
ducted from his army pay. The gov- 
ernment owes this woman more thon 
$300. In the meantime she has de- 
pended upon the civilian relief agency 
of the American Red Cross. 

Decided He Owed Government 

Another woman, the grandaunt of an 
enlisted man, and who is unable to 
work and without any other means of 
‘Support, never received money from the 
Bureau of War Risk Insurance. After 
Six months of letter writing she was 
notified by her nephew’s captain that 
he had made an allotment to her of $15 
4 month several months before through 
me quartermaster, who handled this 
cm before the bureau was formed. 
ag the War Risk bill went through 

made another allotment through the 
bureau. 
Pe suddenly the aged woman re- 

mings both the $15 from the quarter- 
lattes’ _ $25 from the bureau. The 
duplication presen discovered the 
owed the Brace concluded the private 

srnment $75. 

<c oe - the allotment and 
month a a the soldier had $3 : 
. e error of the bureau 


the private is now compelled to give 
up this $3 for twenty-five months, so 
that he will get no pay for more than 
two years. His grandaunt received no 
money from May to August, inclusive, 
got $15 in September and $25 in Octo- 
ber. Not a word has been heard from 
Washington since that time. The Red 
Cross is supporting the woman. 
Covered Up By Red Cross 

The Home Service section of the Red 
Cross is giving from 50 to 75 per cent. 
of its money in covering up the omis- 
sions of the Bureau of War Risk In- 
surance. 

Of fifty cases handled by this branch 
of the Red Cross, thirty-six were di- 
rectly due to the failure of the bureau 
to pay soldiers’ dependents. 

One woman, also a resident of Brook- 
lyn, who is the mother of two children 
and entitled to $47.50 a month, failed 
to receive one cent a year, then got 
$400 in a lump sum. 

The aged parents of another soldier 
should have received $25 a month, but 
they, too, had to wait a year, then got 
$300. 


One father received a blank form 
from the bureau several months after 
his son had been killed in action. The 


form, used to determine if the family 
was entitled to an allowance, later was 
returned blank, with the notation: 


“Killed in action, June 18, 1918.” The 
allowance still continues, although the 
bureau stopped payments to another 
soldier’s wife on the pretense that he 
had been discharged from service, 
while letters censored by his command- 
ing officer were received regularly from 
the Verdun sector. Even these letters, 
with the postmarked envelopes, failed 


to rectify the mistake for several 
months. 
One Red Cross office has returned 


tens of thousands of dollars in the last 
few months because the amounts of al 
lowances were incorrect. Red Cross 
offices are not in a position to dispute 
claims of complaining dependents, be- 
cause they cannot rely on the informa- 
tion sent out by the Bureau of War 
Risk Insurance. 
Bureau Gets Cash 

War Risk Insurance Bureau has 
just received from President Wilson 
word that an allotment for the contin- 
uing expenses of the organization will 


The 


be made from the emergency fund 
granted by Congress to the President. 
This money is required only for the 


maintenance of clerical help, and it is 
said by Treasury officials that more 
than $3,000,000 will be needed to keep 
the bureau running until the middle of 
May. when it is hoped the President 
will call a special session of Congress. 








risk 


insured’s 


of management and the extra 
monthly deductions from the 
$5.75 for each $1,000 of insurance 


shown by the mortality table 


disability benefits. 


Insurance which is a division of the 


process of payment at that date. 


The 


Term 


law under which the 
Insurance may he continued for 


policies with level premiums. 
been issued and provide for 
policies, with level premiums 


Ordinary 
pa vable 


do not increase from year to year hey 


at 34%. They are the 
the Mortality Table, without loading for 
are assumed by the Government. The 
medical examination is required. 


These policies are unassignable, 


such disability Policies provide for 
payments 
tary or naval service. 
participate in whatever 


gains may 


made the Term Insurance must be kept 
desired, on application to the Bureau 


The new insurance is available only 
surance while they are in the service 
of citizens who have incurred special 


expenses of administration out 


make good any deficiency that may 


power, 


the nation, 


346 & 348 BROADWAY, 


THE 


GOVERNMENT INSURANCE 


FOR SOLDIERS AND SAILORS 





Government Insurance for Soldiers and Sailors is Term Life and Disability Insur 
ance for the duration of the war and for five years thereafter. 
according to the American Table of Mortality, the 
r incurred 
pay. 
are made to the beneficiary for 
of total and permanent disability similar payments are made to the insured during life 


The cost is very low but increases each year according to the increasing death-rate 
t Each man begins with the rate at his attained age, and 
each year his insurance is continued his rate is advanced 


The law providing for this insurance is administered by the Bureau of War Risk 
i f Treasury 7 
Officer in each camp to give instructions and to take applications, 


of the soldiers and sailors have taken this insurance, and the average policy is over 
$8,000. The total amount insured 1s greater than that on the books of all the life com 
panies and all the fraternal orders in the country. The total amount paid in death 
claims to February 1, 1919, was nearly $300,000,000, and a still larger amount was in 


Government Insurance is carried on provides that 
five years after 
that during this period these Term policies may be converted into Life and Endowment 
i i The regulations governing this conversion have recently 

Life, 
monthly, quarterly, 
These premiums are necessarily higher than the old Term policy premiums because they 
are 
private companies, and are based upon the American Table of Mortality with interest 
* amounts necessary to provide 

expenses, taxes or contingencies 
rate 


non-taxable and free from the claims of creditors 
They are incontestable except for non-payment of premiums i 
surance against death and total disability 
provided by law, but within that limit may be changed at will by the insured 
insurance becomes payable on total permanent disability, in monthly instalments during 
loans, cash i 
and change in premium payment from monthly to quarterly, semi-annual or annual 
Policies are free of all restrictions as to residence, travel, occupation, mili 
Lapsed policies may be reinstated within two years upon satis 
factory evidence of insurability, and payment of back premiums with interest 
accrue 
Mortality Table, and from an interest rate higher than 34% 


Application must be duly made for the new insurance during the five years 
the termination of the war as proclaimed by the President, and until the 


risks 
furnished at as nearly the actual cest for death claims as can be ascertained in advance. 
It is furnished by the taxing power, which exempts it from taxation and pays the 
i f moneys raised by taxation, and stands ready to 
i by further i 
company, which pays heavy taxes to both State and Federal governments, pays its own 
expenses of administration, and provides for contingencies 


arise 


The class of citizens to whom it is available forms only a small proportion of 
They should by all means seck its protection. 


New York Life Insurance Company 
DARWIN P. KINGSLEY, President 


The cost is calculated 
Government assuming all expenses 
by reason of the war, It 1s paid for by 

In case of death monthly payments of 
twenty years, In case 


No extra charge is made for 


There is an Insurance 
About 9 per cent. 


Department, 


this 


the termination of the war and 


Life and Endowment 
semi-annually or annually 


Limited Payment 


the so-called net premiums, as used by 


for death-claims alone, according to 
all of which 
that of the attained age, and no 


is to be 


for in 
the 


They 
must be 


provide 


The within class 


The 


beneficiary 


surrender values, paid-up insurance, 


Policies 


from a mortality lower than that of the 


following 
conversion 18 
reduced in amount if 


force It 


may be 


these who take the Term War Risk In 
is properly furnished to a special class 
in defence of the liberties of all It is 


taxation. Of course no private 
, can compete with the taxing 


Others should apply to the 


NEW YORK, N. Y. 




















British Prudential 
Publishes Figures 


GREAT INCREASE IN VOLUME 


War Claims for Year in Both Indus- 
trial and Ordinary Given—A 
Word About Bonus 





of the 
Ingland has been made. 
In the ordinary branch the number of 
policies issued during the year was 84, 
453, the £13,846,213, 
and producing a new annual premium 
£1,293,182. The premiums 
received were £6,770,839, being an in- 
crease of £1,275,634 over the year 1917. 
The claims of the year amounted to 
£5,337,976, of which £405,078 was in re- 
spect of war claims. The number of 
deaths was 16,276. The number of en 


The seventieth annual 


Prudential of 


report 


assuring sum of 


income of 


dowment assurances matured was 3 
745, the annual premium income of 
which was £169,632. The number of 


policies, including annuities in force at 
the end of the year was 961,578. 
Industrial Branch 

Industrial Branch—The premiums re 
ceived during the year were £9,736,403, 
being an increase of £559,545. The 
claims of the year amounted to £4,982,- 
416, of which £1,119,512 was in respect 
of 66,930 war claims. The total number 
of claims and _ surrenders, including 
30,279 endowment assurances matured, 
was 430,335. The number of free poli 
cies granted during the year to those 
policyholders of five years’ standing 
and upwards who desired to discon 
tinue their payments was 55,374, the 
number in force being 2,014,311. The 
number of free policies which became 
claims was 50,935. The total number 
of policies in force in this branch at 
the end of the year was 22,256,570; their 
average duration is fourteen years. The 
war claims of the year in both branches 


number 71,814, and amount to £1,524,- 
590. The total paid up to the present 


outbreak of 
respect of 


on this account since the 

war exceeds £4,900,000, in 

over 230,000 claims. 
General Branch 

General Branch —Under the Sickness 
Insurance Tables the premiums receiv 
ed during the year were £6,168, and £3, 
777 was paid in sickness claims. Sink 
ing fund policies have been issued as- 
suring a capital sum of £210,525 and 
producing an annual income of £5,064. 

The Aircraft (Personal Injury) poli- 
cies provide insurance not only against 
the risk of air raids, but also against 
risks of injuty which may be received 
from our own aeroplanes. There is thus 
a liability still to be provided for. The 
General Branch is also liable for over 
£7,000,000 for additional sums assured 
payable in case of death from accident 
arising from any cause to holders of Or- 
dinary Branch War Bond policies. In 
these circumstances it has been found 
necessary to retain the whole of the 
General Branch fund of £59,131 in re 
serve against liabilities. 

Assets £113,364,362 

The assets of the Company, in 
branches, as shown in the balance 
sheet are £113,364,362, which after de 
duction of the balance of £4,237,500 
owing in respect of the advance from 
our bankers for purchase of war loan 
shows an increase of £5,330,991 over 
1917. 

In the Ordinary Branch the surplus 
shown is £1,311,546, including the sum 
of £178,412 brought forward from last 
year. Out of this surplus the directors 
have added £250,000 to the Investments 
Reserve Fund, which stands as at 3lst 
December, 1918, at £2,650,000, and £149,- 
670 has been carried forward. 

The directors are pleased to be able 
to announce that a bonus of £1 6s. per 
cent, on the original sums assured will 
be allocated to participating policies in 
the Ordinary Branch which were in 

(Continued on page 11) 
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Policyholders’ Rights in 
Commission Payments 


ANOTHER VIEW OF PART-TIME 
Manager of Life 
Should Be Honest in Announce- 
ments and Practice 


By T. R. Fell 


If a man is a manager of a life insur 


Insurance Office 


ance office, it seems to me there are 
many things that might reasonably be 
expected of him, but if one commenced 
enumerating them all there might be 
a disagreement about some of the 
points. For instance, some _ people 
might say the manager of a life insur 
ance office ought to be intelligent, hon- 
est, have a little vision, observe the 
ethics of the business, be careful in 
competition, mind his own business, 
leave the agents of other companies 
alone, not pay commissions without 
adequete service (it’s the policyholders’ 
money,) not employ bookkeepers and 
one case men or people who boast that 
they are not life insurance agents; in 
fact, be careful about accepting busi 
ness from any one outside of the life 
insurance business and paying commis 
sions therefor. 

But, by that time, somebody would 
be objecting and saying “Hold on, there, 
you are going a little too far. The fire 
insurance agent’s business is as good 
us anybody's; the one case man once in 
a thousand becomes a full-time agent. 
The man who brings in the application 
is entitled to the commission. There's 
no rule that will work but ‘the signed 
application gets the commission,’ no 
other way to avoid complications.” 


Enough Tearing Down 


1 do not want to start an argument; 
I want to find a point of agreement. 
I recently wrote an article for The 
Eastern Underwriter which has re 
ceived notice from other correspond 
ents, and some of them seem to think 
that I am against the old order of 
things; that I have no use for the bro 
ker or part-time man either in our office 
or in any other office. I know we are 
living in an age of change, but I am 
not in favor of tearing everything 
down; in fact, I believe there have 
been enough things destroyed during 
the past four or five years. What the 
life insurance business needs, in my 
opinion, at this time is the order 
“Forward, march.” 

What do [I mean by “Forward 
march?” | think this is the psycho 
logical time for concerted action. | 
think this is a time when almost every- 
budy is willing to listen to reason. 1 
think if an agent has a good suggestion 
this is the time to tell it to as many 
of his co-workers as possible and give 
them an opportunity to criticise or ac 
cept his thought and help put it into 
operation to the benefit of our busi- 
ness. Forward into the wonderful 
future. 


The Homely Little Word “Honesty” 

In our office we believe in finding a 
point of agreement early in our nego 
tiations. and I think it would be well 
for all life insurance men to decide 
upon one thing that it would be reason 
able to expect to find in a life insur- 
ance manager, and I am going to take 
that homely little word “honesty.” The 
manager of a life insurance office 
should be honest with the men who 
employ him, that is the policyholders 
of his own company, he should be hon- 
est with the agents of his own com- 
pany, and with prospective policyhold 
ers, and may I mention another class, 
the agents of other companies. 

Honest with his company—compensa- 
tion for service. What would a policy- 
holder think of paying $100 to a book- 


keeper for a day’s service, (I mean 
some fellow you could hire for a year 
for about $1,500.) Of course, the man- 
ager would tell the policyholder the 
$1,500 life insurance agent could not 
write a policy every day, but suppose 
the policyholder said: “I know that, 
but what are the facts of the case?” 
You would tell him, of course. He is 
the man you are working for and you 
will admit he is entitled to know how 
you are spending the money of the 
company. We will assume the facts 
are as follows: 

The agent of his (the policyholder 
company or the agent of some other 
company was talking with a business 
man and his bookkeeper overheard the 
conversation. The bookkeep2! came 
down to your office, and said: “I think 
I can place some life insurance; what 
commission will you pay me?” You 
tulk the matter over with him and you 
find he wants to insure somebody in 
the same business establishment with 
him. Perhaps, you say you would not 
take such a case from a bookkeeper. 
Well, suppose it was a fire insurance 
agent you were talking with and he 
said one of his clients was talking with 
a life insurance agent and his client 
said to him: “Can you place life insur- 
ance?” and I told him I could. This 
fire insurance agent says to you, “I con- 
trol the business and if you will not 
accept it from me I know some other 
life company in this town will,” ane 
you say you will accept the business 
from the fire insurance agent under the 
circumstances above described. 


What Policyholder Would Say 

Do you think such a story would 
sound good to the policyholder, especi- 
ally if he knew the business had been 
taken away from one of the agents of 
his own company? Don’t you think the 
policyholder would say: “That is not 
commission for service; it is thought- 
lessness, or is it graft or a bonus for 
interference”? Don’t you think the 
policyholder would be justified in say- 
ing: “My boy, if that’s the way the life 
insurance business is conducted you 
fellows are spending part of your time 
at least placing obstacles in the way 
of your own men, erecting hurdles for 
them to jump over.” 


Interpreting “Announcements” 

Then there is the company which an- 
nounces, “We accept business from 
our own agents only,” and the general 
impression in the community is that 
that is about all that has happened 
the announcement. The announcement 
is all right if it lives up to it, but sup- 
pose the company issues sub-standard 
and you find the agents of that com- 
pany more or less interested in surplus 
business and you wonder why they 
spend so much time talking with the 
agents of other companies, when the 
agents of other companies cannot get 
any commissions for business in that 
company, because it “accepts business 
from its own agents only.” But per- 
haps you say that suggestion comes 
under the heading of “intelligence” 
and not of honesty. If you will meet 
me half way, we might compromise on 
it comes under the heading of both 
honesty and intelligence. 

Have I made myself clear in the 
above? I do not want to be misunder- 
stood by the readers of The Eastern 
Underwriter, whether they are work- 
ing in the South, West, Middle-west or 
New York. I do not believe good laws 
or good rules will do much good with- 
out honesty in the managers of life in- 
surance offices, and I am trying to get 
everybody to think the matter over and 
to declare himself on the simple prop- 
osition whether it is honest to pay 
out the policyholders’ money without 
receiving adequate service therefor. 


Winslow Russell, former Commis- 
sioner of Conservation War Risk Bu- 
reau, was the principal speaker at the 
Pittsburgh Life Underwriters’ meeting 
recently. 
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Capital and Surplus .......... 
Insurance in Force .........++ 
Payments to Policyholders 





Organized 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 
OLDEST-LARGEST-STRONGEST, Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from $1,000.00 to 
$50,000.00, and Industrial Policies from $12.50 to $1,000.00 


CONDITIONS ON DECEMBER 31, 1918 





Total Payments to Policyholders since Organization .........seeceeeeees 


JOHN G. WALKER, President. 


$18,362,862.75 
16,626,824.78 
1,736,037.97 
149,170,320.00 
2,376,218.75 
21,988,834.83 

















NATIONAL LIFE INSURANCE COMPANY 


MONTPELIER, VERMONT 
FRED A. HOWLAND, President 


A MUTUAL COMPANY 


WHICH FOR 


SIXTY-NINE YEARS 
HAS PROTECTED THE 


HOME AND FAMILY 


Edward D. Field, Superintendent of Agencies 





Dividend Statement 
By Bankers of Iowa 


AFTERMATH OF FLU EPIDEMIC 


No Dividend Payments for Year April 
1, 1919 to April 1, 1920 Will 
Be Made 


The Bankers Life Company of Des 
Moines will suspend the payment of its 
annual dividends for a_ single year, 
from April 1, 1919, that being the date 
upon which its dividend year begins. 

At the close of 1918, before the full 
extent of the influenza epidemic had 
been realized, the management of the 
Company expected to continue the pay- 
ment of dividends for the coming year. 
Unanticipated losses from _ influenza 
continued to be heavy, however, in the 
opening months of the new year and 
the full extent of the scourge became 
apparent. Therefore, although the 
losses of the Company are now normal, 
the management of the Company, al- 
ways conservative, has decided to sus- 
pend the dividend schedule entirely 
for one year, believing that action to 
be sound business policy and to the 
best interests of its policyholders. 

“The scourge of the influenza epi- 
demic has cost the Bankers Life Com- 
pany over $1,500,000," the Company 
says. “The earnings of the past year, 
which ordinarily would have’ been 
available for dividends the coming 
year, were necessarily used in the pay- 
ment of these unanticipated losses. In 
effect, no dividends were earned. By 
the suspension of dividend payments 
this year, the Company will simply 
make up for the unanticipated losses 
of last year. As a purely mutual Com- 
pany, the influenza losses will be made 
up by all of its policyholders, and in 
the passing of dividends for the year, 
each policyholder will simply be doing 
his share to take care of the unexpect- 
ed mortality which resulted from the 
epidemic of influenza.” 

















CAPABLE MEN 


Can Always Be 


WELL PLACED 


Much desirable territory is ready for 
Agents who can deliver policies in satis 
factory volume. Inquiries about localities 
will have careful attention. 


Union Mutual Life 


Insurance Company 
PORTLAND, MAINE 


Address: 


AWDE, Supt. of Agencies. | 





ALBERT E. 




















BIG WRITERS 
READ 


THE EASTERN UNDERWRITER 
Each Week for New Ideas 


DO YOU? 


Subscription $3 a Year 
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COMPANY 


WANTS GOOD MEN 
AND 
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Organized 1865 


The Provident Life and Trust 
Company of Philadelphia 
Endowments Matured in 1918 $3,307,534 

The satisfaction of these Policyholders is a valuable assistance 

to Provident Agents, who do not 


what is the best form of policy. They quote the Hindsight 
of these satisfied Policyholders. 


have to theorize about 





THE MOST VALUABLE POLICY 


Mr. Agent, is to write your prospect in the Company writing 
the most valuable policy for the insured. 
Secure prompt action in the 
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F- INSURANCE COM 
MASSACH 


WILLIAM N. COMPTON, General Agent 
Metropolitan District 
Paul Bldg., 220 Broadway, New York, N. Y. 





FOR YOU 


UseTTS 
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General Methods of 
Selling Life Insurance 
Contrasted by an Agent 
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By CLINTON DAVIDSON, Louisville 








Clinton Davidson, the agent who 
wrote this article, has been the instruc- 
tor of the Louisville Y. M. C. A. Sales- 
manship School for several years. He 
does not claim to be an authority on 
psychology, and expects that some of the 
principles mentioned may not be in ac- 
cordance with the ideas of professional 
psychologists. The article below was 
delivered in the form of an address be- 
fore a convention of the Kentucky gen- 
eral agency of W. W. Dennis & Co., Mu- 
tual Benefit Life, Louisville. 


There are two general methods of 
selling. One is the forceful, argumen- 
lative, combative method; the other is 
the method of suggestion, or, as called 
ky some, selling by means of ideas. The 
first method can only be used success- 
fully by men who have a strong person- 
ality. If you do not have a large jaw 
and if force does not predominate in 
your make-up, you need not try this first 
method. 


Possibly, the greatest salesman of 
this type in Kentucky was A. D. Knox. 
Most of his sales were made by openly 
beating down the prospect’s defenses. 
A farmer that he called upon, while sit- 
ting on his horse, said to Mr. Knox 
that one insurance company was as 
600d as another. Mr. Knox replied in 
his gruff way that the prospect might 
think that one farmer was as good as 
another, but he added: “I know a dozen 
farmers in this community who are a 
blame sight better farmers than you 


crs 
]UOVUONSADONNONOKUNY:GeAKEOYOEQOctH st40E8 euHvONDoeHOeG vanuneneuengeenvenueenesevonironnysey envi santecconenpenssegnoene) otureneveey sngntyvoey cEanoenGn sveNdNURNI ONE? EHHTNOHIE 


are.” This was a rather combative 
open'ng, but it resulted in the sale. 

I know of another agent of this type, 
vy. hom I have heard say to hi; prospects, 
possibly a dczen tim s in ten minutes: 
“You don’t know what you are ta king 
abot.” He was not saying it a3 a joke, 
but he closed a large percentage of 
his interviews. With this particular 
man, the method seemed to be main 
strength and awkwardness, with the 
emphasis on the strength. If you do 
not have forcefulness plainly shown in 
every line of your personality, there is 
no cause for you to worry. It is just as 
easy to win with ideas, or by the sug- 
gestive method. 


How Prospect is Impressed 

The salesman who sells by force 
alone, may leave his prospect saying 
to himself, “That fellow is a wonderful 
salesman, I did not want this insur- 
ance, but he made me buy it anyhow.” 
The salesman who sells with ideas will 
probably leave his prospect saying: 
“That fellow was not much of a sales- 
man, but I really wanted his insurance 
and so I bought it.” It occurs to me 
that the second man is less likely to 
lapse his policy than the first. A man 
returning from church one Sunday 
morning remarked to his wife: “What 
an eloquent minister we have.” Return- 
ing from another church he said to his 
wife: “What a wonderful Saviour we 
have.” The first minister sold his elo- 
quence, whereas, the second minister 
hid himself behind the cross and sold 
bis Saviour. The man who uses the 
method of suggestion is more like the 


minister who hid behind the cross and 
made his people see the Saviour. 

Suggestion differs from reason and ar 
gument in two ways. Argument is con- 
veying an idea to the mind by means 
of words and the idea is always sup- 
ported with proofs or reasons why; 
while suggestion is conveying ideas to 
the mind by words or action and does 
not, at least clearly, give proof or rea- 
sons why. The two differences between 
suggestion and argument then, are, 
first, that suggestion can be expressed 
by action, whereas argument is only 
expressed by words; second, that argu 
ment must give the proof or reasons 
why and suggestion does not. Argu- 
ment tends to make the prospect com- 
bative and antagonistic, but suggestion 
is putting an idea into the prospect's 
mind without at the same time arous- 
ing a contrary idea and one who is 
an expert in the use of suggestion may 
put an idea into the mind of the pros 
pect in such a way as not to allow a 
contrary idea to enter. 

Defines An “Idea” 

Suggestion teaches that an idea is a 
coiled spring having its own motive 
power, which, if set loose in the pros 
pect’s head, will do its own work. For 
«xample, several men go into a soda 
fountain and are undecided what to 
order. Directly in front of these men 
is the suggestion, “Drink root beer,” no 
reasons why are given, but purely the 
suggestion, “drink root beer.” This 
idea acts upon one of the men, he 
orders root beer and the rest, with a 
feeling of relief, follow suit. 

As a rule, the men who buy the larg 
est policies are those who have become 
successful because they have not al 
lowed any one to run over them. They 
are not as “meek as Moses,” but are 
the kind that will not let the average 
agent force them into anything. This 
type is more easily reached and influ- 
enced by suggestion than by argument. 
Not long ago, I was talking to a man 
who had bought most of his insurance 
irom me, but he said that he wanted 
to place a small policy in another com- 
pany. I started an argument, telling 
him why it would be better to place 
this policy in the company I repre- 
sented, but the more I argued, the 
farther he got away from it. After 


awhile, | woke up to the fact that he 
would not let me beat him in the 
argument, so I turned around and told 
him that I appreciated the business he 
had given me in the past, and that if he 
wanted this policy in the other com- 
pany, that would be the best thing for 
him to do, and inasmuch as I had the 


privilege of brokering insurance with 
the general agent of that company, I 
would appreciate if he would let me 


handle the case so that I would get the 
commission. His first idea was that 
I had been’ working for a commission 
and every argument I advanced in favor 
of the company was cancelled because 
of the idea he had in his mind. 

My purpose in asking him to let me 
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broker this policy was to eliminate the 
unfavorable idea from his mind by put- 


ting in the idea that I could get the 
commission from the other company. 
After talking over some other things 
for about ten minutes, I showed him 
from his own check book that the in- 
surance he had carried in our com- 

u cheaner than the other 
une he «vid Well just write it i+ 
your own company.” With this’ par- 
ticular man, I never could have over- 


come him in an argument, but by using 
suggestion it was a simple matter to 


get rid of the negative idea and sub- 
stitute the positive. 
Classification of Suggestions 
Suggestions may be classified as 


per chart. 
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The Verdict of the Great Jury. 


Your success as an underwriter depends upon the verdict brought in 
by the greatest jury in the world—the American public. 
eight years the Massachusetts Mutual has been building up a nation- |] 

; Its friends are everywhere and are ever ready to 
testify to the faithful and efficient service that it always renders. There | 
18 no better company to buy from and no better company to sell for. 

Occasionally we have a General Agency opening. 
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Was enlightened enough today to have of WORCESTER, MASS. In selling insurance, too often the 


the expression, “Nothing else 
but this morning after getting 


omitted 
today?’ 


a shave, the barber said: “You don't 
want a massage do you?” How could 
I answer anything except No? | um 


sure no insurance agent is guilty of so 
#ross an error. However, some of us 
ure guilty of saying: “Do not put 
this off too long,” which is negative. 
The positive expression would be, “By 
being examined today your protection 
starts immediately,’ 

Direct Suggestion 

Al! of us use direct sugges- 
tions in both words and actions. An 
example of the direct positive sugges- 
tion in words is, “Sign this application 
now, Mr. Jones, and bind the company 
to this wonderful proposition | have 
outlined to you.” An example of direct 
positive suggestion in action is, hand- 
ing the prospect the pen when you are 
ready for him to sign the application 
without asking him to do go. 

Indirect; the more self-willed the 
prospect may be, the more effective in- 
direct suggestion will be. When we 
say to the prospect: “To whom do you 


Direct: 


want this insurance payable?” if he 
has not already agreed to buy, it is 
suggesting indirectly that he has al- 


ready decided in his mind that he will 
buy. When we say to him, “What time 
will suit you best to be examined by 
our doctor?” it is indirectly suggesting 
to him that he has decided to buy the 
insurance. 

A prospect once told me that he was 
considering my company and another 
company and that he was going to take 
out $10,000 insurance. I told him that 
another man who had been in his posi- 
tion and could not decide which of the 
two companies was the better, took out 
$5,000 in each company four years ago 
and that he had found our policy cost 
him less money every year since and 
he had his own check book to show it. 
This prospect only bought $5,000 from 
me and he told me at the second in- 
terview that he had intended to do just 
what this other man had done. That 
is, take $5,000 in each company and 
watch the results for himself. You see 
| placed the idea in this man’s mind, 
and, having its own motive power, it 
worked against me. 

To lead the prospect through all the 
steps of the sale to the close, it is 
essential that our attention should be 
concentrated upon the road that leads 
directly to the goal, but so often we 
are guilty of making little indirect sug- 
gestions which take the _ prospect’s 
mind entirely off of the main road. For 
example, a traveling salesman, after 
selling the merchant an unusually large 
order, remarked something about the 
uncertainty of the crops. This idea be- 
gan working in the merchant's head 
and he thought that if the crops were 
uncertain, his ability to sell his goods 
would be uncertain, and the result was 
that he reduced the order he had 
given. This is a clear example of an 
indirect negafive suggestion. 

Action 

Action: The difference between 
hearing Theodore Roosevelt speak and 
reading a newspaper account of his 
speech, is due to the suggestion of ac- 
tion. The suggestions that come from 
the gestures of the speaker, that come 
from his eyes, and, in fact, every move- 
ment of his body, are more convincing 
than simply the words which he speaks. 
Possibly, the oldest suggestion of ac- 
tion known to insurance salesmen is 
the one mentioned before “handing the 
pen to the prospect.” One highly suc- 
cessful salesman tells me that he so 
words his questions throughout the in- 
terview as to get the prospect to say 
yes a good many times. Each time the 
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prospect says Yes, the salesman nods 
is head Yes and he claims that after 
two or three times he has the prospect 
nodding his head, and, of course, the 
prospect has sold himself before the 
sulesman is through. 

The best example that I have ever 
seen is the story of the woman who 
sold an automobile mechanic an insur- 
ance policy after he had told number- 
less agents that he would never buy in- 
surance. She sold him by taking him 
to an orphan asylum and letting him 
the results of those who had not 
carried insurance. 

Tone 

Tone: Wonderful suggestions can be 
given simply by the tone of voice. Some 
salesmen never make any headway be- 
cause they use a negative tone of voice. 
Positive tone of voice must be a per- 
sonal tone of voice. We talk to a man 
about his personal affairs and we want 
that one particular man to buy a par: 
ticular policy. If talking simply for the 
purpose of giving people in general 
some general information, an imper- 
sonal tone of voice might be sufficient, 
but to make sales in our business, a 
personal tone of voice is essential. Not 
being tedious, we might say that for the 
tone of voice to be positive, it must also 
have the ring of enthusiasm, inspire 
confidence and be convincing. We be- 


see 





lieve that all of these qualities may be 
expressed simply by the tone of voice 
used. 


Dress: Dress conveys suggestion. 
Whether we are a failure or a success 
in our business, whether on a_ solid 


business basis or whether quacks or 
cranks, these ideas may be conveyed 
to the mind of the prospect by the sug- 
gestion of our dress. 
Conclusions 

In general: Just a few remarks upon 
the subject of suggestion in general. 

Kirst: A prospect sees a proposition 
not as it is, but as you show it to him. 
I know of a man who said that had he 
known his automobile had to be greased 
in thirty-six different places, he would 
never have purchased it. When h2 
bought the automobile he saw what the 


salesman showed him, which did not 
happen to be the thirty-six different 
places to be greased. Prof. Reuben 


Post Halleck, when a principal of the 
Louisville Boys’ High School, warned a 
class of boys that it was their work to 
watch him and write down what he did 
Demonstrating a certain machine to th» 
boys, he took out of a pocket a larg 
revolver, placing it on his desk in fuil 
view of the boys. Next he took out a 
big barlow knife, then a razor and on® 
or two other things. After this he cov- 
ered all of these articles with a hand- 
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prospect sees a legal contract contain- 
ing cash and loan values instead of see- 
ing the mortgage paid off of his home 
at his death and his wife and children 
still held together by the family ties 
in the same home that he had been 
paying for. Because the prospect will 
see what we show him, we need to 
show him that life insurance is provid- 
ing a college education for the boy, a 
pension for old age and if you want to 


know just what to show him, please 
read an article in the “Association 
News” written by Charles W. Scovel, 


entitled: “The Service of Life Insur- 
ance.” If we will show the prospect 
what insurance really is and the serv- 
ice it really renders and can render 
him, it would be a hard matter to keep 
him from buying. 

Second: The power of suggestion de- 
pends upon vividness and reiteration. 
As little boys we remember the bible 
stories in the old testament which 
make a deep impression upon our minds 
because of their vividness. Every one 
remembers Samson, and Daniel in the 
Lion’s Den. To make our selling sugges- 
tions more powerful, they should be as 
vivid as possible. The rule of reitera- 
tion tells us that the more often a sug- 
gestion is repeated, the more forceful 
it becomes. A prominent advertising 
man uses the phrase: “Repetition 
makes reputation.” “I will believe any- 
thing you tell me if you tell me often 
enough,” said Mr. Dooley. How often 
a salesman has sold his proposition by 
constantly hammering on one point, re- 


peating the same idea time and time 
again, clothed in different words each 
time possibly, but still the same idea. 


Another way of using this principle 1s 
to suggest many times all the way 
through the sales talk that there is no 
doubt about the prospect buying. For 
example, instead of saying “Now if you 
take this policy you will find so and 
so,” we assume that he has decided to 
take it, and say to him: “Now, if after 
paying your premium for a certain 
number of years you wish to do so 
and so, your policy provides so and so.” 
I’ we have made this indirect sugges- 
tion often enough through the selling 
talk when we come to the close and 
make a more direct suggestion that he 
has decided to buy, it is not as likely 
to be a shock to him. 

I suppose that all of us have some 
beliefs which we acquire, not because 
we had stronger reasons for them than 
other beliefs, but because when we 
were little children our parents told us 
these things over and over again. Be- 
cause these suggestions were repeated 
to us hundreds of times, the belief is 
harder to get rid of than some other 
belief that is based upon sound reason- 
ing and pure logic. In fact, there are 
things that I was taught as a child 
which I know now are not correct and 
will not stand the test of reason, but 
still I feel that these things are true. 
It seems almost impossible to get rid 
of those repeated suggestions. 

When such a great force as sugges 
tion exists and as we have such a won- 
derful service to sell, it seems to me 
that we should make use of this great 
force in every possible way and strive 
daily to become more proficient in its 
use. 





F. A. WALLIS REMEMBERED 

A number of agents and_ brokers 
doing business with the office of the 
Fidelity Mutual Life, 111 Broadway, 
New York, gave a luncheon to Manager 
F. A. Wallis in commemoration of his 
birthday. He was given a handsome 
silver vase as a token of the esteem in 
which he is held by his associates. 
About one hundred of his friends 
attended the luncheon. 
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Two New Actuarial 
Society Publications 


MORTALITY TABLES STUDIED 
Sources and Characteristics of Tables 
and Graduation of Mortality 
and Other Tables 


The Actuarial Society of America dan- 
nounces the publication of two volumes, 
namely: 

Study No. 1. “Sources and Character- 
istics of the Principal Mortality 
Tables’; and Study No. 2, “Graduation 
of Mortality and Other Tables.” 

These volumes are of eighty pages 
vach and sell for $125. The chapter on 
“Disability Benefits” is nearly complete 
end good progress is also being made 
on chapters “Construction of Mortality 
Tables,’ and “Population Statistics.” 
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SOURCES AND CHARACTER- 
ISTICS OF THE PRINCIPAL 
Fe MORTALITY TABLES 
H By Henry Moir 
T Eanonrssitninstaiicte en enestone eene ction seen eonncnean ein 

Heretofore with the exception of the 
“Text Book of the Institute of Actuar- 
ies of Great Britain,” which covers the 
fundamentals of actuarial theory, and 
a few other more elementary text books, 
the literature of actuarial science has 
been practically altogether contained 
in scattered original papers, each usu- 
ally covering only a subdivision of some 
larger subject. These papers are in 
many cases contained in society transac- 
tions difficult to obtain, and thus are 
not available to all. 

The series of books entitled “Actuar- 
ial Studies,” published by the Actuarial 
Society of America, of which the above 
is the first in number and one of the 
two first to appear, is the result of an 
effort to obviate this difficulty and by 
little treatises in book form, more or 
less comprehensive and complete accord- 
ing to the nature of the subject, to 
present each subject as a whole in a 
form that makes it easily available to 
the student or the actuary. 


Much Research Work 


In the case of this volume the condi- 
tions demanding such a book were un- 


questionably present for nothing in a 
complete form telling of the different 
mortality tables has heretofore been 
available. Consequently, a search 
which involved much labor in going to 
original sources and wading through 
many papers was required tc get the 


adequate information about even well- 
known and important tables. 

For each volume of the “Actuarial 
Studies” there is a “principal contrib- 
utor” (who usually may be regarded as 
the author), and one or more associate 
contributors, assisting the “principal 
contributor” by criticism and in vari- 
ous ways. The “principal contributor” 
for the present volume is Henry Moir, 
Actuary of the Home Life Insurante 
Company and President of the Actuarial 
Society of America. The associate con- 
tributors are J. D. Craig, L. K. File, 
A. T. Maclean and H. H. Wolfenden. 

It is a publication of some eighty 
pages dealing with the most important 
mortality tables, published from earliest 
times to date, in Europe and in Amer- 
lca. The first table of any practical 
value, and of which details are now 
available, was prepared by Dr. Halley, 
In 1693; then the study carries the 
reader through such important histori- 
cal compilations as the Northampton 
(1783) and Carlisle (1815) Tables, and 
Proceeds to discuss tables formed from 
census returns, sixteen pages being 
a to the history of the various Eng- 
Life Tables, of which eight have 

€n formed. Some of these have been 





used for important purposes in this 
country, and those of later date give 
valuable statistics of mortality by oc- 
cupation, and also of mortality by 
“varying degree of urbanization.” 


Scientific Value 


An account of the U. S. Life Tables, 
1910, prepared after the last census was 
taken, closes this section of the volume. 
These tables are stated to be “the first 
of any scientific value prepared by the 
U. S. Government from census returns.” 
The general results of the investiga- 
tion are stated, and the processes by 
which results were obtained, are de- 
scribed. 

The older mortality tables were 
formed from population statistics; but 
for nearly severity years the tables 
which have been most valuable for in- 
surance purposes have been derived 
from records of life insurance com- 
panies. 

The section dealing with tables 
formed from the experience of life in- 
surance companies commences with 
tables derived from Old Equitable So- 
ciety in London; then proceeds to de- 
scribe the Actuaries’ Table, the Ameri- 
can Experience Table, Standard Indus- 
trial and National Fraternal Congress 
Tables. 

Select Life Tables and their prepara- 
tion form another sub-section covering 
nineteen pages, and after describing 
Selection and its general efforts, King’s 
Analyzed ‘Tables, Sprague’s Select 
Tables, the Specialized and the Medico- 
Actuarial Mortality Investigations are 
described. Other publications are dealt 
with, and the section closes with a brief 
account of Japanese Life Tables pub- 
lished in 1912. i 

The latter part of 
with the 
shown first 


the volume deals 
mortality of Annuitants as 
in British Government sta- 
tistics and amongst British Life An- 
nuitants, then Annuitants resident in 
the United States and Canada. A brief 
statement of various other lines of. in- 
quiry under this mortality question, 
and tables of mortality rates and Ex- 
pectations by varlous well known stand- 
ard tables elose the volume. 

In book making the volume is very 
satisfactory. The book is printed in 
large type on papér Of a good quality 
and thicknéss and it is well bound in 
maroon cloth. The size of the page is 
the same as that of the Transactions 
of the Actuarial Society and the book 
itself is of a size that is easy and con- 
venient to use, 
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By Robert Henderson + 
(Principal Contributor) =: 
tf 


The second of these volumes to ap- 
pear, though the fourth in the order of 
number, is that on Graduation of Mor- 
tality and Other Tables to which the 
principal contributor is Mr. Robert Hen- 
derson, Actuary of the Equitable Life 
Assurance Society; the one associate 
contributor is H. N. Sheppard, Assis- 
fant Actuary of the Home Life Insur- 
ance Company. 

Graduation is a highly technical sub- 
ject and involves more mathematical 
theory than most actuarial subjects. 
Its purposes and results can, however, 
be readily understood without reference 
to mathematics. 

Economists, statisticians and others 
who have gathered together figures re- 
lating to such subjects as population 
death rates, or the characteristics of 
any natural phenomenon have noticed’ 
that the figures arising from sue- 
cessive observations generally increase: 
or decrease with a certain 
consistency. For example, ifthe death 
rate at each age is calculuted from life. 
insurance experience a general law. ig: 
observed that. the dath rate increases, 


amount of* 


as the age increases. It is usually 
found, however, that here and there the 
rate for a single age is inconsistently 
high or low compared with the general 


trend. These are chance fluctuations 
which are liable to arise particularly 
when the figures are gathered from 


rather scanty material. 

A person who is gathering such fig- 
ures ordinarily wishes to know the gen- 
eral law that underlies the results and 
his problem is to modify or “graduate” 
this rough data so as to eliminate the 
discrepancies that can be properly con- 
sidered as due purely to chance and 
therefore not likely to recur in the fu- 
ture. 

The problem can be attacked in sev- 
eral different ways and this volume con- 
tains a concise description of them. 

(Continued on page 11) 
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(Purely Mutual) 
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More 
Power 


To You 


The more push there 
is behind you the more 
power you have. We 
furnish the push. This 
push is the help we 
give our men. No 
other life insurance 
company does as much 
to insure the success 
of its Field Force. Ask 
any Bankers Life man 
or write 


Bankers Life 
Company 


DES MOINES 


The 59 Annual Report of the 
Home Life Insurance Company 
shows over Four Million Dollars 
paid to policyholders in 1918, of 
which over Seven Hundred Thou 
sand was in dividends, The in 


fluenza pneumonia epidemic caused 
an abnormal mortality greater than 
any experienced in the Company's 


| history, but notwithstanding this 
the assets show an increase of } 
more than 4% and are now over | 
Thirty-Six Million Dollars | 

| 

| The total insurance in force was 


increased during the year 8.6% and 
is now nearly One Hundred and 
Fifty-Nine Million Dollars, 


For Agency apply to 
GEORGE W. MURRAY, 
Supt. of Agents. 

256 Broadway, New York, N. Y. 











——— 














Build Your Own Business 


under our direct general agency contract 
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THE BERKSHIRE LIFE INSURANCE CO. 


OF PITTSFIELD, MASS. 


Incorporated 1851 
W. D. WYMAN, President 
A purely mutual Company, issuing all desirable forms of life insurance. 
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IN THE CENTER OF THE U. S. A. | 


is located a big, vigorous, and growing In- | 
stitution of Life Insurance. 


Our geographical location 
render exceptional service 
holders and field force. 


Over $180,000,000 of insurance in force. 
Investigate for yourself. 
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to our policy- 
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LIVE HINTS FOR BUSINESS GETTERS 


Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 








In view of the high cost 


Field of traveling by rail in 
Club these times and the fact 
Conventions that the Field Club Con- 


ventions seem to attract 
only about the same contingency each 
year, which is a rather small per- 
centage of the agency force, it would 
not be surprising if after this year of 
1919 the Company did not see its way 
clear to send its agents half, two-thirds 
or all the way across the continent to 
attend Field Club conventions ostensi- 
bly for the purpose of giving them in- 
struction in their work, a change of 
scene for a few days and the dissemina- 
tion of information about the Com- 
pany’s rules and practices, says the 
Chicago manager of the Mutual Life. 
All of these results might be brought 
about through local meetings within 
certain districts, with much less ex- 
penditure of time on the part of the 
agent, and money on the part of the 
Company, with the additional advan- 
tage of having in attendance men who 
did not reach a production of $100,000 
or more during the year but who need 
the instruction and encouragement 
these meetings provide more than do 
those men who have been attending the 
Field Club meetings for years. 


s = 

It’s the character of the 

How An agent which impresses 
Agent the prospect he is seeing 

Is Judged for the first time; not 
the printing on the 

agent’s card. The International Life 


makes this point in a talk to field men. 
The name of the agent or his card do 
not matter so much as whether the 
agent is of good principle and right in- 
tentions. Has the agent principle 
enough to tell a prospect what the 
policy will do and no more? Is it his 
intention simply to sell the insurance 
in any way and get the first commis- 
sion money, without thought as to the 
future that comes of the sale, or has 
the agent the foresight to see that un- 
less he sells carefully and satisfacto- 
rily to the prospect he is simply mak- 
ing a future enemy, who will cost him 
dearly in money and in business repu 
tation in the community? The prospect 
judges the agent by what he says and 
by performances carried out. 


* * .* 


How many parents there 


Help are who, as their boys 
the Young approach maturity, are 
Man anxious to give them all 


the start possible in life, 
says the Bankers Life of Nebraska. 
How many of these parents realize that 
there is nothing more substantial in 
the way of assistance than life insur- 
ance? A young man at the age of fif- 
teen is available for insurance. Buy 
a policy for him. Pay on this policy 
until he is established for himself in 
business. Pay a few years for in- 
stance, and when the yonng man 
moves out in the world for himself, he 
already has not only protection, but, if 
he has taken profitable insurance, he 
has behind him accumulations and sav- 
ings in his policy that may count much 
for him in the future. 
* A policy well under way is too val- 
uable to be forfeited, and the young 
man with a policy established for a 
number of years will realize the value 
of taking care of it, and before he is 
up to the meridian of life, he will have 


a paid-up policy of insurance for his- 


protection at all times, or he may have 
a policy convertible that, at a critical 
period in his career, may save him 
from bankruptcy and loss, 





Dr. Abbott’s son, Law- 


Editor Abbott rence F. Abbott, of 

on “The Outlook,” said in 

Life Insurance a recent article’ in 
that publication: 

“The American public does not yet 


even begin to realize what the life in- 
surance companies have done in the 
way of enabling the individual citizen 
to save his money and to put it to use- 
ful work, not only in promoting his 
own prosperity, but also in developing 
the resources and the general welfare 


of the country. * * * What are 
these gigantic assets doing? They are 
building railroads, erecting mills and 


factories, clearing land, cultivating 
farms, and furnishing much of the in- 
dustrial power and energy which has 
made the people of the United States 
the greatest nation in the world. 
“Take a young man of twenty who 
is starting out in his business career. 
I can argue with him to open a savings 
bank account until both he and I are 
black in the face, but without much 
success. Suppose I do prevail upon 
him and he makes the start. Nine 
times out of ten his regular deposits 
fall into ‘innocuous desuetude.’ Finally, 
he draws out his balance to meet some 
emergency, and the enterprise is end- 


ed. But, if I can persuade him to take 
out a life insurance policy, he is com 
pelled to pay the premium annual'y 


and regularly in order to get the full 
benefit of the undertaking. It is the 
regular annual premium that forms 
the compulsory motive.” 

INCOME BONDHOLDERS MEET 

A unique gathering was held recently 
in Providence. when about one hundred 
holders of Equitable Income Bonds list- 
ened to talks on “Thrift.” The meeting 
was planned by Miss Nellie C. Braman 
in connection with her fifteenth Faquit- 
able anniversary. Interesting addresses 
were given by Miss Elizabeth Unham 
Yates, Rev. Dr. Holyoke, Hon. Walter 
K. Ranger, State Commissioner of Pub- 
lic Schools, and snonsor for the Rhode 
Island pension system for teachers. and 
Walter FE. Johnson of the Home Office 
All of the bond holders were clients of 
Miss Braman and the meeting was ¢o 
successful that it will probably be re- 
peated a year hence. 











heritance taxes. 


The Eastern 











Ask the Biggest Life 
Insurance Men In 
the Country 


If you want to find out the inesti- 
mable value to them in their work 
of the Shanbacher Research Charts 
covering the Federal and State in- 


you to sell men of means who here- 
tofore were not even approachable 
on the subject of life insurance. 

Mr. Shanbacher has completed the revision 


of his charts as effected by the new revenue 
act and they are now ready for distribution. 


For further information address 


Sales Agents 
NEW YORK CITY 





The set enables 


Underwriter 














N. Y. Life’s German 
Mortality Experience 


BETTER IN WAR THAN IN PEACE 





Actuary Believes Results Attributable 
to Restricted Diet, Exercise 
and Abstinence 


The actuary of the New York Life 
has just compiled the mortality expe- 
rience of the Company in Germany 
during the first four years of war 








and size are impressive. 


out of first-time customers. 


What An Agent Wants 


A Company whose name, everywhere a household word, 
is his best introduction. Prestige is a door-opener, and age 


Policies that are unexcelled. Big Dividends. Strength 
and safety that need no demonstration. 
vice to policyholders—the thing that makes solid patrons 


The Oldest Company in America! Come with it and you 
will stay with it and it will stay with you. 


For terms to producing agents address 


The Mutual Life Insurance Company 
of New York 


34 NASSAU STREET, NEW YORK CITY 


Unsurpassed ser- 




















August Ist, 1914, to July 31st, 1918 
with the following remarkable results: 

First—The total mortality of that 
Company in Germany, by amounts, 
during the four years is found to be 
95 per cent. of the Company’s stand- 
ard mortality. 

Second—Its total mortality in Ger- 
many during the eleven years prior to 
the war (1902 to 1913 inclusive), by 
amounts, was 107 per cent. of the 
same standard. 

Hence it is apparent that the mor- 
tality during the four years of war was 
about 12 per cent. better, including war 
losses, than in the preceding eleven 
years of peace. 

The chief actuary states: “It is prob- 
able that this has been the result of 
restriction in diet, limitation in the 
consumption of alcoholic beverages, 
and a large amount of exercise which 
the Germans of middle life, the bulk 
of our insured, have had to stand.” 

This information is illuminating in 
that it points a way to longer life for 
the average man, to wit: Restricted 
diet, total abstinence from alcoholic 
drinks, proper exercise. 


DR. PLACAK IN GERMANY. 

Dr. J. C. Placak, medical director of 
the Cleveland Life, and now a captain 
in the U. S. A. Medical Corps, is with 
the Army of Occupation in Germany. 
After the declaration of war Dr. Placak 
went to Camp Greene, Charlotte, N. C., 
and later was sent abroad. He has 
been with the Board of Health Tuber- 
culosis Dispensary, and has served as 
Medical Superintendent of Cleveland’s 
Tuberculosis and Smallpox Hospitals. 
He has had charge of the open alr 
schools and tuberculosis prevention 
work in the Cleveland Public Schools, 
has been visiting pathologist to St 
Luke’s and Eddy Road Hospitals and 
for several years was lecturer on clint- 
cal pathology and internal medicine at 
the Cleveland College of Physicians and 
Surgeons, 
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Two New Actuarial Society 
of America Publications 


(Continued 
One of them is called the “Graphic 
Method” and consists of plotting the 
figures on ruled paper and drawing a 
smooth curve as nearly as_ possible 
through the points plotted. Consider- 


able practice and skill is necessary to 
get a consistent curve. From this curve 
the corrected figures may be read off 
and used as the graduated results. 
Another method which has_ been 
widely used is the “Summation Meth- 
od.” To obtain the graduated figure 
applying to, say, a given age the fig- 
ures for the adjacent ages are also 
taken into account and individual ir- 
regularities thus smoothed out. 
Attempts have been made in the past 


British Prudential 
(Continued from page 5) 


force on the 3lst December, 1918. In 
view of the fact that normal peace con- 
ditions have not yet been restored the 
directors have felt it imperative to pro- 
ceed with the greatest caution in the 
matter of distribution of surplus. They 
have, however, every confidence that 
in the future the Company will enter 
upon a period of renewed prosperity 
which will enable them to disburse 
bonuses equal to, if not exceeding, 
those of pre-war days. 

In the Industrial Branch the surplus 
shown is £533,888, including the sum of 
£92,470 brought forward from last year. 
Out of this surplus the directors have 
added £153,126 to the Investments Re- 
serve Fund which, after deducting 
£53,126, representing realized loss on 
investments, stands as at 3lst Decem- 
ber, 1918, at £1,800,000, and £70,885 has 
been carried forward. 

The total surplus of the two branch- 
es, as shown by the valuation, is £1, 
845,434. Of this amount £250,000 has 
been added to the Investments Reserve 
Fund of the Ordinary Branch, and 
£153,126 has been added to the Invest- 


ments Reserve Fund of the Industrial 
Branch, £821,753 will be allocated to 
participating policies in the Ordinary 


and £400,000 to the sharehold- 
with the articles of 
Company, leaving 


Branch, 
ers in accordance 
association of the 


£220,555 to be carried forward, namely, 
£149,670 in the Ordinary Branch and 
£70,885 in the Industrial Branch. 


The provisions of the Courts (Emer- 
gency Powers) Act are still in force 
and continue to affect the Company’s 
resources adversely. The reserve of 
£350,000 set aside last year has been 
absorbed to the extent of £250,000 in 
meeting the losses due to the operation 
of the Act, leaving £100,000 still re- 
served to meet losses from this cause 
to which the Company is still exposed. 


Epidemic 


The close of the year was marked 
by the worst epidemic of influenza that 
has visited this country for many years 
past. As in all matters which affect 
the health and well-being of the nation, 
the effects of the epidemic were felt by 
the Company at once with extreme se- 
verity, and during the period from the 
2nd November to the end of the year 
a sum exceeding £650,000 was paid in 


from page 9) 


to discover a-mathematical law of sur- 
vival which could be expressed in terms 
of a general formula. The best known 
is Makeham’s formula. It has been 
found that several mortality tables 
made up from jinsurance experience 
follow this law with sufficient close- 
ness to warrant using it to get the 
graduated values. This has been of 
great convenience to actuaries for it 
has simplified the calculations of pre- 
miums and reserves made in connection 
with joint life insurance. This volume 


goes into the modern developments of 
this and other mathematical laws of 
survival, showing how they may be ap- 


plied to graduate life tables. 


the Industrial Branch alone on civilian 
claims due to this cause. The conse- 
quent strain on the funds of the Com- 
pany, added to the heavy total paid in 
war claims during the year, is sufficient 
to explain the impossibility which ‘has 


confronted the directors of resuming 
the payment of bonus in the Indus- 
trial Branch under the profit-sharing 


scheme of the Company. 





H. C. SOMMERS DEAD 
Henry C. Sommers, a_ prominent 
Mason and insurance man of this state 


died on Monday, March 24th. He had 
been connected with the Masonic Mu- 
tual Life Insurance Association of 


Buffalo and was past grand master 
‘a number of Masonic bodies. 

Mr. Sommers was a graduate of Cor 
nell and of Columbia Law School 
founded the “Insurance Opinion,” and 
was an editor of the “Insurance 
Record” for nine years. He was born 
im 1861. The burial will take place at 
Ithaca. 





SINGLE PREMIUM OF $8,568 


H. W. Gennerich, of the Guardian 
Life, New York, who has heretofore 
held the record with his company as to 


size of premium. starts. 1919 with a 
premium of $8,568. 

The amount of insurance involved is 
$240,000, $150,000 of which is payable 


to the widow of the insured and $90,000 
to the corporation of which he is presi- 
dent. 

The 


case was first-class in every re- 
spect, and reinsurance was readily se- 
cured, all of the business being issued 


on Guardian policy forms. 


HEADS CHAMBER OF COMMERCE 

Charles F. Coffin, vice-president of 
the State Life of Indianapolis, has 
been elected president of the Indian- 
apolis Chamber of Commerce. Mr. 
Coffin has been vice-president of the 
Chamber for two years. 


WILLIAM STREET BUILDING SOLD 


Lehn & Fink, 
building at 


the drug firm, has sold 
118-120 William street 
and 79 John street to a real estate 
operator, who will remodel the struc- 
ture for office use. 


its 





The Columbian National 


ARTHUR E. CHILDS, President 


covering 


Permanent and 





LIFE, ACCIDENT, and HEALTH INSURANCE 


‘total 
Indemnity for Loss of Time— 
A Combination That Means Money for the Agent 


Agents seeking Attractive Contracts in good territory are invited to 
correspond with the Agency Department of the Company. 


Life Insurance Company 


BOSTON, MASSACHUSETTS 


Disability and Weekly 








DETRICH RESIGNS in the last eleciion and also received 
The resignation of A. Nevin Detrich an appointment from the Brumbaugh 
of Chambersburg, Pa., leaves the office administration. He turned his resig- 
of chief examiner of the Pennsylvania nation in to the new insurance com 
insurance department vacant. missioner, Thomas B. Donaldson. It is 
When the Washington Party existed, only a short while since he was di 
Detrich was its state chairman. He charged from his captaincy in the 
supported J. Denny O'Neil for Governor United States military service. 





REASON Our 
Policies Sell 
Oo 


POLICY CONTRACTS contain 
provisions consistent with safe 
underwriting and are guaranteed by a de- 
posit of the full legal reserve with the 
State. Our promises are all in our con- 
tract. Good 
agents. 


centracts for up-and-doing 
THOMAS J. OWENS, 


DR. ALBERT SEATON 
Vice-Pres. & Med, Dir. 














Pres. 


CLAUD T. TUCK 
Secretary 


INTERNATIONAL LIFE or st. touis| 


SMASHED ALL RECORDS IN 1918 | 
It was the Special Combination and New T. O. Policies that did the work. 


If you are not selling them we are both losing money. 


Write us today for contract | 














| INTERNATIONAL LIFE, ST. LOUIS, MO. 











HOME LIFE INSURANCE COMPANY of AMERICA | 


INCORPORATED 1899 
PROTECTION FOR THE ENTIRE FAMILY 


This Company issues all modern forms of policy vvntracts from age 3 months 
next birthday to 60 years. 


INDUSTRIAL POLICIES are in full immediate benefit /rom date of 
ORDINARY POLICIES contain a valuable Disability clause 
anteed by State Endorsement. 
GOOD CONTRACTS FOR LIVE AGENTS 
Executive offices No. SOG Walnut St., Philadelphia, Pa. 
ASILS. WALSH, President JOSEPH L. DURKIN, Secretary JOHN J. GALLAGHER, Treasurer 


issue. 
und are guar- 























Business Books for Readers of 
THE EASTERN UNDERWRITER 


The Knack of Selling—3 vols.—$1.65 How to Write Business Letters—$1.35 





= - Whatever kind of letter you must write 
Selling ee sales, collection, credit oe’ ecctalnint make 
ttad heen as sure that satisfactory results will follow 
Read, How to Write Business Letters. This 
ole gl hee practical work was produced after a careful 
toe gg RO ml study of more than 1,900 letters—some un 
a Cees bende usually successful, others partially so, and 
ies mee ae some which failed of their purpose, This 
selling complete book tells why the y were successiul or why 
iy. It takes you they failed. How to Write Business Letters 
0 AB gen rg takes the actual every-day correspondence 
‘ S . you receive and shows you specifically how 
ge page en to answer it with the best results Shows 
ee ' preparation you with reproductions of actual letters that 
have sole goods, collected accounts, in- 
el through to the creased trade and prestige for some of the 
ss RS A shrewdest correspondents in America Here, 
ee “ a * vl too, are reproduced whole series of follow- 
perfectly. Shows up letters that have won countless dollars 
ae an” cotimaminn in additional profit. A eacetal reading of 
weak pointe—win one of the Series alone may give you new 
‘nie’ ‘sain ideas for your letters worth thousands of 
increase sales by leaps and bounds, Each on it ye Aa mond a tell yon on 
volume is divided into two parts, covering seo — Ye ~ to Pf vcar ful “| as lip. 
the phases of selling that are vital in win- er they are ftorcetul, ive, ip 
ning success: omatic, powerful, larger returns are sure 
to result This book tells how to make 
: oe = ~ cone them so 160 pages Illustrated 
anaging e nterview 
3—How and when to close MAIL THE COUPON 
4—Finding and correcting your weak points 
5—Getting in to see the prospect Can you use these books in your busi 
6—Acquiring the art of mixing ness? If so, just check and fill out the 
Every successful inan is a salesman, He coupon below and send ee check 
sells his ideas, his services or his goods to cover the cost. We shall see that the 
He wins confidence, co-operation and loyalty books are sent to you, all packing and 
through his ability to persuade and convince, shipping charges prepaid 
The Knack of Selling makes it possible for THE EASTERN UNDERWRITER, 
almost every man to be possessed of real 105 William St., New York, N. Y. 
selling ability. 








The Eastern Underwriter, 105 William St., New York, N. Y. 


Please send me the books I have checked. My ite os cc cisceeammesuwleanseseeuseleees 
check to cover all costs is enclosed. 
Bereet ONE RO,  sececncascdsidcostcsceduanestse 
How to Write Business Letters...... $1.35 
The Knack of Selling—3 vols. ........ 1.65 City and State 
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THE EASTERN 
UNDERWRITER 


This newspaper is owned and is pub- 
lished every Friday by The Eastern 
Underwriter Company, a New York cor- 
poration, office and place of business 
105 William Street, New York City. 
Clarence Axman, President; W. L. Had- 
ley, Secretary; W. E. Schram, associate 
editor. The address of the officers is the 
office of this newspaper. Telephone 2497 
John. 


Subscription Price $3.00 a year. Single 


copies, 25 cents 


Entered as second-class matter April 
s, 1907, at the Post Office of New York, 
N. Y., under the act of Congress of 
March 3, 1879. 


THE INSURANCE INSTITUTE 
The only reason apparently that kept 
the insurance companies from getting 
behind the Institute of 
America is suffi- 
ciently urged. 
men in 
lovers of 
movement which 
of young men becoming better equipped 
tu meet the their 
working life, and their reward was the 
gratitude of those who had been bene- 
ficiaries in the Institute. The indirect 
beneficiaries, the knew 
about it in a more or less vague way. 
Year after the 
this work of love, a small group which 
turned the wheels of the Institute, met 
and prepared for the year ahead. And 
through the smallest of 
account 


Insurance 
that they 
Here was a case where 
students 


were not 


a few fire insurance, 
carried on a 


hundreds 


and insurance, 


resulted in 


requirements of 


companies, 


year chosen spirits of 


it was done 
with 


ingly small. 


fees, an expense amaz- 


It was a lucky move of the Institute 
made Frederick Richardson 
Here was a brilliant, young 
whose international expe- 
rience had permitted him to rub up 
against the Institute in many parts of 
the world. 
its operations had not only spread in- 
surance knowledge, but had inculcated 


when it 
president 
underwriter 


Always he had seen that 


a respect for and observation of proper 
He, 
and 


principles and ethics. 
therefore, took hold with 
having that sort of inspiring get-there- 
which has won him 
friends on this side, he communicated 
his enthusiasm to the underwriting 
executives of companies. 


insurance 
spirit, 


ness, hosts of 


The chief fault of the Institute here- 
that it not well 
Its managers were too modest. 


tofore has been 
known. 
Its advertisers were only its students, 
who were not in sufficient numbers to 
tell the story to enough of their fel- 
lows. The chief plaint of young men 
in fire insurance offices and of agents 
has been that they find it so difficult to 
get an insurance education. The In- 
stitute will help them a long way. 


was 


NET SURPLUS 
Smith of New Jersey 
report of 1918, 
figures. 


FIRE COMPANIES’ 
Commissioner 
annual 


covers 1917 


has issued his 


which, of course, 


One feature of this report of signifi- 
cance is that while the fire companies 
transacting business in that state in- 


creased their aggregate of admitted 
assets by $62,149,753, their net surplus 
was reduced $11,717,093, as contrasted 
with a gain in this item of $14,928,864 
in 1916. In 


of losses 


New Jersey itself the ratio 
incurred to 
56.36 


78.34 for the year before. 


prem.ums- re- 


ceived was as compared with 


MONDAY’S RATE HEARING 


Proposed to Have One Rate Making 
Body for State; Actuarial Bureau 


Classes 
Proposed amendments to the fire in 
surance rating law of New York are 


being redrafted following a meeting cf 
the Conference Committee of Nine with 
Superintendent Phillips on Monday. 


The proposed bill is patterned aftor 


measures in Arkansas, Indiana and 
South Carolina. In the first draft it 
was provided that every company do 


ing business in the state must belong 
to a rating organization. This was 
amended to provide that every company 
must either belong to a rating associ 
ation or obtain its rates from such an 
association and pay for the service on 
the basis of premiums written. 

It is proposed to have one rate mak- 
ing body for the state. The functions 
of the Buffalo Board, New York Ex- 
change and Suburban Exchange are not 
to be disturbed, at least, not for the 
present, They would all form branches 
of the proposed general rating associa- 
tion of the state. 

The experience is to be compiled ac 
cording to the classes set up by the 
actuarial bureau of the National Board. 
These would be subject to approval by 
the Department. The statistics shall 
be kept for five years. If at the end of 
that time the Department holds that 
they are excessive or unreasonable, the 
superintendent shall have the right to 
declare what is reasonable. 

It was decided that giving advance 
notice of localities to be re-rated would 
be unwise and would lead to demorali- 
zation. ; 

Merely as a suggestion it was point 
ed out that it might be better to state 
in the bill what is a fair underwriting 
profit—say 5 or 6 per cent.—than to 
leave that subject always open to ques- 
tion by the Department. 


DeGRAW WITH SEABOARD. 
Claude DeGraw, expert assistant in 
charge of the Atlantic City office of the 
Schedule Rating office, has resigned as 
of March 15, to accept position of sec- 
retary-treasurer of the Seaboard Fire 
Insurance Co. of Atlantic City. 





F. R. WEBB, OF LONDON, HERE 

F. R. Webb, of. Sedgwick, Collins & 
Co., England, arrived on the “Baltic” 
au few days ago. He is seeing people 
in the marine insurance district. 


FRANCS NOT POUNDS 
In a quotation from “L’Asphalistis,” 
printed last week, regarding the losses 
in the Salonica conflagration, the state- 
ment was made that the companies 
paid out 120 million pounds, instead of 
120 million frances. 


INSURABLE LIMITS RAISED. 


The Western, Eastern and New Eng- 
land automobile conferences have 
adopted increased insurable limits for 
old cars as follows: Group 2, ten per 
cent.; group 3, twenty per cent.; 
groups 4 and 5, ten per cent. 





THE HUMAN SIDE OF INSURANCE 








JAMES A. 


SWINNERTON 


James A. Swinnerton, secretary of 
the Continental, found several bunches 
of roses on his desk when he entered 
his office on March 13, the flowers be- 
ing accompanied by a card, reading: 
“Congratulations upon your. anniver- 
sary. May you have many more of 
them. New England and New York 
State Examiners.” Upon inquiry he 
learned that the flowers and = good 
wishes came to him because on March 
13th he was entering upon his thirty- 
eighth year as a Continental man. Next 
he began to receive reports from spe- 
cial agents up-state and in New Eng- 
land, telling of increases made in pre- 


mium income in special honor of the 
fact that this is also the tenth year 
that he has been secretary of the 


Company. 

Mr. Swinnerton went to work for the 
Continental as an office boy for George 
H. Hope when the Company had its 
headquarters at 100 Broadway, now the 
home of the American Surety Compa- 
ny. His work consisted of everything 
from running errands to cleaning up 
the place. The latter was not an easv 
job, as the offices were filled with 
Civil War veterans, each one of whom 
used chewing tobacco. Files were fre- 
quently found on the floor and often 
presented a sad spectacle when the 
Black Jack and Virginia cut plug users 
were absent minded. Mr. Swinnerton’s 
novitiate in the field was as an inspector 
in New York State, where he went firs: 


in 1889, being sent by Henry Evans 
then secretary of the agency depart- 
ment. After the Johnstown flood 


played havoc in a large sector of Penn- 
sylvania, undermining chimneys, which 
produced a bad hazard, he went over 
the valleys inspecting these risks. In 
1890 Mr. Evans sent Mr. Swinnerton to 
the Pacifie Coast. where he became as- 
sistant to J. J. McDonald, who was in 
charge of the department. A year and 
a half later Mr. Swinnerton returned t» 
New York City and was immediately 
assigned to Virginia and North Caro- 
lina territory, as special agent, Mr. Mc- 
Donald having gone to Chicago as man- 
ager of the Western Department and 
being in turn succeeded by D. D. Wil 
son. After some travel in the South 
Mr. Swinnerton was transferred to 
Pennsylvania and E. E. Cole, now pre-- 
ident of the National Union, succeeded 
him as special for Virginia, and later 
succeeded him as special in Western 
Pennsylvania, In 1893 Mr. Swinnerton 
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came to New York as assistant to See- 
retary Lanning in the New England 
Department; in 1903 he was made as- 
sistant secretary; and in 1907, when 
Mr. Lanning retired Mr. Swinnerton 
took charge of the New England field. 
Three years later he was made secre- 
tary, having jurisdiction over New 
York State and New England, where 
he has made countless friends and 
where his loss ratio has almost inva- 
riably been below the average. 

Mr. Swinnerton was for seven years 
in the Twenty-Second Regiment, and 
for a similar period in the Seventh 
Regiment, and he saw service in the 
Buffalo, Brooklyn and Croton strikes. 
At one period of his career he had as 
a desk mate on one side J. S. Freling- 
huysen and on the other side Sumner 
Ballard, three bright boys, taking it all 
in all. 

oa = - 


John S. Hunt, who has been appoint- 
cd manager of the Fidelity & Deposit 
in Indianapolis, was associated with 
the branch office of the American Sure- 
ty Company at Indianapolis, for nine 
years, and has a very extensive ac 
quaintance among the banking and 
surety interests throughout that state 
W. E. Barton who has relinquished the 
territory which Mr. Hunt takes over. 
will continue as general agent of the 
company at Indianapolis, handling 
Marion County. 

+ * * 


William A. Erickson, of the Cleve- 
land Life, will match his career with 
that of any life insurance man in the 
country when it comes to variety and 
world-wide experience. Born in New 
Zealand, he has traveled extensively, 
his voyages including thirty-eight trips 
across the Atlantic. He fought with 
the Cossacks in the Russo-Japanese 
War and was a boundary rider in Aus- 
tralia for five years. His present am- 
bition is to average $1,000 of paid life 
insurance production for every day in 
1919; and he has made good so far in 
this achievement. 

* * * 


Lewis M. Irving, agent at Malone, N. 
Y., returned on Friday from France 
where he has been in service for the 
Y. M. C. A. He was stationed most of 
his stay in France with the 105th In- 
fantry of the 27th Division. He reports 
the work as interesting, the experience, 
one in a lifetime, and the task not easy. 
Transportation facilities were _ bad, 
making it hard to accomplish results. 
Heyward Irving, office manager for his 
father, is still in France awaiting trans- 
rortation at Bordeaux. While away, 
the office at Malone was efficiently man- 
aged by Mrs. Irving. 


* * od 
Alfred J. Woodward and John K. L. 
Marvin have been appointed marine 


special agents of the Aetna Insurance 

Company. They will specialize in au- 

tomobile and transportation insurance. 
* *¢ @ 


Shaw Desmond, English secretary of 
the Internationale of Copenhagen, who 
is now in this country, is an author and 
journalist by profession. He is writ 
ing back to England a series of letters 
for one of the Lerd Beaverbrook papers. 
Asked by The Eastern Underwriter if 
he thought there was a chance for 
American companies doing a fire insut 
ance business in England, he said he 
did if the reserves’ of the companies 
were sufficiently large to make ‘the pub- 
lic feel a sense of security; and if the 


companies conducted their business 
conservatively. Mr. Desmond's new 
book on Denmark has been well re 


ceived by American newspaper literary 
critics. 








March 28, 1919 


THE EASTERN 


UNDERWRITER 


13 

















FIRE INSURANCE DEPARTMENT 











Insurance Men, in 
Syndicate, Buy Bank 


INTERNATIONALCHANGES HANDS 








Sumner Ballard, John A. Forster and 
David Rumsey Will Be Elected 
Directors 





Sumner Ballard, president of the In- 
ternational; John A. Forster, president 
of Crum & Forster, and David Rumrey 
former second vice-president of the 
Continental, are members of a syndicate 
which has purchased the International 
Bank in the Whitehall building from 
the International Banking Corporat’on. 

A special meeting of the stockholders 
has been called for April 1, at which it 
is expected the number of directors wil! 
be increased from seven to. twelve. 
While the new board has not been de- 
finitely decided on, it is expected these 
will be named: James C. Colgate, Ed- 
ward W. Harden, John A. Forster, 
Frederick T. Fisher, George M. Moffett, 
David Rumsey, Sumner Ballard, Isaac 
KE. Chapman, William S. Kies and AIl- 
bert Waycott. Mr. Harden and Mr 
Kies, vice-president of the American 
International Corporation, who is now 
in South America, are the only mem- 
bers of the present board to continue 
their interest in the bank. 

The International Bank was organ- 
ized several years ago, to care for the 
local banking needs of the Internation- 
al Banking Corporation. It has a capi- 
tal of $500,000 and surplus and undi 
vided profits of $225,000. Its deposits 
are approximately $7,000,000. It has 
paid dividends on the stock, at the rate 
of 6 per cent., for several years. 





ROSSIA OF AMERICA 


Intends to Take Over Business of 
Rossia of Petrograd in This 
Country 
The business of the Rossia of Petro- 
grad is going to be taken over by the 
Rossia of America, the Rossia of Amer- 
ica having been chartered four years 
azo with that purpose in mind, the head 
office in Petrograd always having in- 
tended to transact its American  busi- 

ness under an American charter. 

The Reinsurance Company Rossia of 
Copenhagen may enter the United 
States or it may not, the question stil! 
being open. One of the best nosted 
men in the country regarding the af- 
fairs of Copenhagen, is of the opinion 
that it will not seek admission to the 
United States. 


Farewell Dinner to 
H. W. Russ, Pittsburgh 


GOES TO WESTERN LOSS BUREAU 





E. G. Heins New Pittsburgh Manager 
of General Adjustment Bureau— 
Change at Syracuse 


(By Tel, to The Hastern Underwriter) 

Pittsburgh, March 26.—Harvey W. 
Russ, retiring manager of the General 
Adjustment Bureau at Pittsbuigh, was 
tendered a farewell dinner at a local 
club on Monday night. 
hundred of his friends were present. 


More than one 


Mr. Russ becomes manager of the 
new Underwriters’ Adjustment Bureau 
at Chicago. Frank C. Sturtevant will 
join Mr. Russ in his work in the West. 
Mr. Sturtevant is well-known in Penn- 
sylvania fire insurance. 

The resignation of Mr. Russ has 
brought about several changes in the 
branch bureau managements. Kk. G. 
Heins, who was manager of the Gen- 
eral Adjustment Bureau's Syracuse 
office, will be manager in Pit'sburgh. 
John Kilpatrick, Jr., suecerds Mr. 
Heins at Syracuse. 





ON THE COAST 
United States Manager Harvey, Vice- 
President Buswell and Vice-Presi- 
dent Koeckert, Visitors 





Among the insurance men now visit- 
ing the Coast are United States Man 
ager Harvey, of the Royal Exchange; 
President Buswell, of the National 
Board, and vice-president of the Home; 
and Vice-president Kvoeckert, of the 
Continental. 

It is reported in San Francisco that 
the object of Mr. Harvey’s visit is to 
have the Royal Exchange resume oper- 
ations there, although Mr. Harvey has 
not corrobcrated this. 

Mr. Koeckert’s visit to the Coast is 
in connection with the resignation of 
A. A. Maloney, secretary, in charge of 
the Pacific Coast Department of the 
Evans companies, who has resigned 
after twenty-five years’ service. 

Mr. Buswell ‘said before leaving that 
there was no special significance in his 
trip. “None of our officers have been 
on the Coast for sometime,” he said. 

FILM HAZARD BAD 

Tests made by the Boston Fire De 
partment have demonstrated that mo- 
tion picture film fires are practically 
unquenchable by ordinary means. 








MARINE AND FIRE 
INSURANCE COMPANY, Limited 


os 
| 
cy | 








| 

| 

UNITED STATES FIRE BRANCH | 
J. A. KELSEY, General Agent 


80 MAIDEN LANE, 











NEW YORK 





> — THE AUTOMOBILE 
INSURANCE COMPANY 


OF HARTFORD, CONN. 


MORGAN G. BULKELEY, President 


CASH CAPITAL 


$2,000,000.00 


ASSETS 


$9,2 16,200.73 


LIABILITIES, EXCEPT CAPITAL 


95,38 2,334.00 


SURPLUS TO POLIC YHOLDERS 


$3,833,866.73 


LINES WRITTEN 


FIRE MARINE 
TORNADO WIND STORM 
RENTS LIGHTNING 
PROFITS EXPLOSION 
HULLS COMMISSIONS 
CARGOES AUTOMOBILES 
FLOATERS LEASEHOLD 


REGISTERED MAIL 


Affiliated with 
AETNA LIFE INSURANCE CO. 
JETNA CASUALTY & SURETY CO. 








WAR RISK 

MAIL PACKAGE 

TOURIST BAGGAGE 
SPRINKLER LEAKAGE 
USE AND OCCUPANCY 
INLAND MARINE 

INLAND TRANSPORTATION 














NEW ZEALAND APPOINTMENTS 
Two Agencies Named in Philadelphia; 
and One in Atlantic City; In 
Three States 
The New Zealand has entered three 
states. In Philadelphia Paul Hurtel and 
Arnold & Wannacher have been ap- 
pointed agents. In Atlantic City J. W. 
Bew will represent the Company. Ad 
has already been printed agents for the 
Metropolitan District, New York, and 
for Brooklyn, have already been ap 

pointed. 

Walter Stone, formerly with the Law, 
Union & Rock, is special agent for the 
New Zealand. 


KLINE CHIEF CLERK 
S. C. Kline has been made cinief clerk 
of the underwriting department of the 
Fire Branch of the Tokio Marine & 
Fire Insurance Company. 


FARMS ARE DEFINED 

The forms, rules and rates submitted 
for writing farmers’ automobiles on the 
term plan have been approved with the 
addition of a clause defining a farm on 
the same lines as now used in fire poli 
cies. The form and rules were pub 
lished in The Eastern Underwriter 
Mareh 21. 


HUDSON FIRE IN MARYLAND 

Baldwin & Frick, general agents, of 
Baltimore, have been appointed by the 
Hudson Fire to operate in Maryland. 


R. R. STONE AT HOME OFFICE. 

R. R. Stone, who has been for some 
time special agent for the Eastern New 
York territory for the fire insurance de 
partment of the Automobile Insurance 
Company of Hartford, has recently 
been transferred to the home office of 
the affiliated Aetna Companies as a 
Home Office Special Agent. 





ONE LIBERTY STREET, 


Northern Asse. Co., Ltd., of Eng. 
Commonwealth Ins. Co. of N. Y. 


Detroit F. & M. Ins. Co. of Mich. 





LEWIS & GENDAR, INC. 


NEW YORK CITY AGENTS 
Commonwealth Insurance Co. of New York 
New Jersey Insurance Co. of Newark 


Telephones: John 63-64-65 


BROOKLYN AND SUBURBAN AGENCY 


United British Ins. ( 
New Jersev Ins. Co. of New Jersey 


10., Ltd. of London 


Employers’ Lia. Assce. Corp. of London 


Special Facilities for Handling Out of Town Business 


145 Montague Street, Brocklyn—New York 
Telephones: Main 6370-6371-6372 


NEW YORK CITY 


Firemen’s Ins. Co. of New Jersey 
Globe & Rutgers Inc. of N. Y. 
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BROKERS ACTIVITIES 





TAKING LARGER SPACE 





Brinkerhoff-Jordan Co. Get 1,600 
Square Feet at 68 William 
Street Location 
Brinkerhoff-Jordan Co., Inc., 68 Wil- 


liam Street, will move next May to the 
ninth floor of the building in which the 
Company is now located. It will have 
the entire William Street side of the 
building and a portion on Cedar Street. 
The new quarters will be about three 
times as large as the space they now 
occupy and will include 1,600 square 
feet. 

This Company was recently appoint- 
ed metropolitan general agent for tne 
automobile department of the Newark 
Fire. The business was formed in 
1903 but at the original date of its 
eperations, it was conducted in the 
name of J. J. Brinkerhoff & Co. In 
1909, a partnership was formed under 
the name of Brinkerhoff-Jordan Co., and 
in 1915 incorporated under the.name of 
Brinkerhoff-Jordan Co., Inc. 

ose 6 


H. |. Brown Sails For London 
Henry I. Brown, of Henry Y. Brown 
& Co., Philadelphia, and of Wilcox, 


Brown & Crosby, sailed for Europe this 
week on the “Carmania,” taking the 
boat at Halifax. 
* * . 
Bray With Burkhardt 
Robert Bray, formerly with Miller & 
Maltbie, adjusters for the assured, is 
now office manager of C. T. Burkhardt. 
* = s 


Will Move Next May 
S. H. Klein & Co., 105 William Street, 
will move to 45 John Street next May. 
The Maryland Casualty will occupy the 
space now occupied by Mr. Klein. 
a * - 


New Insurance District 

A new insurance district has sprung 
up in West Seventy-second street be- 
tween Broadway and Columbus avenue. 
Among the offices are: L. J. Phillips 
& Co., Slawson & Hobbs, E. K. Van 
Winkle, and A. V. Amy. Pease. & 
Ellman, who also have offices in the 
block, do not handle insurance as they 
do in their other offices. 

While the insurance business of L. J 
Phillips & Co. has been managed by 
Robert W. Phillips for five or six 
years at 158 Broadway, the direction of 
this department is now in the hands 
of Cleremont Morris, at the new office, 
140 West 72d street. Mr. Phillips has 
been away about a year and may pos- 
sibly return in the fall. Cleremont 
Morris has been in business for him- 
self at 30 Bast 42d street during 1914- 
1915. He was also located with Slaw- 
son & Hobbs in 1917 in their invest- 
ment department. D. L. Phillips and 
J. Dudley Phillips, who have also man- 
aged the firm’s insurance business, are 
both directors in the Great Eastern 
Casualty Company. 

Edward A. Gilderson is insurance 
manager for Slawson & Hobbs. He 
has been in insurance ever since leav- 
ing high school. He was with Blagden 
& Stillman, 51 William street, for three 
or four years; then with Joerns & 
French, agents for the Home Insurance 
Co., down in the old Bible House. He 
has been with Slawson & Hobbs for the 
last twelve years. 

EK. K. Van Winkle, 156 West 72d 
street, has had as his insurance man- 
ager since 1908, William F. Cornu, who 
was originally with the Niagara Fire. 

A. V. Amy, formerly of Seventh ave- 
nue and 115th street, has recently 
opened an office at 156 West 72d street 
as broker for all lines of insurance, ex- 
cept life. «a. V. Amy & Co. have been 
in the insurance business for twenty- 
five years. 


EAST SIDE COMPLAINS 





Dreschler Bill in New York Attacks 
Minimum Premium Rule as 
stenjienesminnmaa d 


Following a _ hearing in Albany, 
March 18, on various insurance meas- 
ures, the Assembly Insurance Com- 
mittee took no action on the Dresch- 
ler bill amending the insurance law 
to prohibit discriminations in fixed 
premium rates on the basis of filed 
schedules. The National Board and 
R. C. Smith, of the non-board a; ents, 
appeared in opposition to the bill. 
Superintendent Phillips advised the 
committee that he is trying to bring 
about the drafting of a bill that will 
not call for state rating, but will solve 
the subject of alleged discriminations. 
. The provisions of the Dreschler bill 
grew out of controversies over small 
fire policies on dwellings on the east 
side of New York City. There is a 
minimum premium rule in force there 
which it is held amounts to a discrimi- 
nation of from one to two dollars in 
many cases. The bill is not regarded 
as an attack upon schedule rating or 
the rate making powers of the Nation- 
al Board. 


F. W. McCOMAS IN CHARGE 

The business of the late H. A. Me- 
Comas, Hagerstown, Md., will be con- 
ducted by his son, Fred W., who has 
been engaged in the insurance business 
in Baltimore. The firm, established in 
1868, will continue under the same 
name. 


S. S. WATSON PRESIDENT 
S. S. Watson, St. Albans, Vt., has 
been elected president of the Vermont 
Association of Local Fire Insurance 
Agents. 


MAY EXAMINE AGENT’S RECORDS 

The Oregon legislature has passed a 
bill giving the insurance commissioner 
power to examine the records of a 
general or a local agent. 


NEW YORK STATE DEPARTMENT 
HUMBOLDT, FIRE OF PA. 


CAPITAL FIRE OF N. H, 


TEUTONIA FIRE OF PA. 
GEORGIA HOME OF GA. 


PERCY B. DUTTON, Manager, ROCHESTER 














SCHAEFER & SHEVLIN 


100 William Street 


GENERAL AGENTS 


New York, N. Y. 


FIRE and AUTOMOBILE INSURANCE 


Excellent Facilities for Handling Suburban Business 





Phones John 1167, 1168 























Authorized Capital $500,000 


Brtroit National Fire 
IJusuranuce Cn. 


DETROIT, MICHIGAN 
A Company to be built gradually and along the indicated 
lines of permanence 


AGENCY CONNECTIONS SOLICITED 











WESTERN 


ASSURANCE CoO. 
OF TORONTO, CANADA 


States from 1874 to 1917, 


SORE ovcccccsscsscdsssones 43,294,154.63 
Fire, Marine, Explosion 
and Tornado Insurance 


UNITED STATES BRANCH 
January 1, 1918 


$4,194,579.34 
1,667 ,691.69 


Assets 
Surplus in United States...... 
Total Losses Paid in United 

W. B. MEIKLE, President 




















Reoresented at 


S. C. BISHOP CO. 


AGENTS FOR 


208 Broad Street, 








THE HANOVER 


FIRE INSURANCE COMPANY 


Incorporated 1852 


The real strength of an insurance com- 
pany is in the conservatism of its man- 
agement, and the management of THE 
HANOVER is an absolute assurance of 
the security of its policy. 


R. EMORY WARFIELD, President 
FRED. A. HUBBARD, Vice-President 
E. S. JARVIS, Secretary 
WILLIAM MORRISON, Asst. Sec’y 
HOME OFFICE 


Hanover Bldg., 34 Pine St. 
NEW YORK 

















95 William/]Street, Elizabeth, N. J. HOWIE & CAIN, General Agents 
NEW JERSEY Metropolitan District 
Phone, 447 John——588 Elizabeth 100 WILLIAM STREET, NEW YORK 
———— 





307 FOURTH AVENUE 


LOGUE BROS. & CO., Inc. 


Fire—Casualty—Automobile Insurance 
Nation-Wide Facilities for Handling SURPLUS LINES 


PITTSBURGH, PA. 











ADEQUATE | 
FACILITIES 


ALL LINES 





'rHRIitAPEL PATA 


CLARENCE A. KROUSE & CO. 
LOCAL anp GENERAL AGENTS 
325 WALNUT STREET 


PENNSYLVANIA 





PHILADELPHIA FAL 
NEW JERSEY 





SATISFACTION 
SERVICE 


4 ALL LINES 











B. M. CROSTHWAITE & CO. 


Fire and Automobile Insurance Specialists 


Lines Bound Anywhere in New York State 
45 John Street, New York City, N. Y. 


Telephones 2404-5-6-1758-1090 John 














Home Office: 68 William Street 


a 


EQUITABLE UNDERWRITERS of New York 
FIRE and WAR RISKS — 


Lines Bound Throughout United States, Canada, Cuba and Mexico. 
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Companies Behind 
Insurance Institute 


ENDORSE IT AT CLUB MEETING 


Hear President Richardson Outline Its 
Aims and Purposes—Committee 
of Six Named 


The Insurance Institute of America 
which has done splendid work in help- 
ing to train young men in the insur- 


ance business during the past ten years, 
and which has been run by a group of 
public-spirited men who have the good 
of the business of insurance at heart, 
has finally been recognized by the in- 
surance companies and will be incor- 
porated with the insurance companies’ 
support. Two things being equal, the 
man who has a certificate from the In- 
surance Institute, will get preference in 
an insurance Office. 

The Insurance Institute of America 
is an offshoot of the Insurance Insti- 
tute of Great Britain, which first saw 
the light many years ago in Manchester, 
England, which is a chartered body, and 
which has done a great deal for the 
efficiency of insurance clerks; for the 
inspiration of a love for the insurance 
business; for a higher standard of prac- 
tice; and for a closer personal com- 
munion among insurance men. 
Frederick Richardson an Active Presi- 

dent 


When Frederick Richardson, United 
States manager of the General Acci- 
dent, was induced by E. R. Hardy and 
others active in the Institute to take 
the presidency at the annual meeting 
in Baltimore some months ago, the In- 
surance Institute became a very live 
proposition in the minds of insurance 
men. Mr. Richardson was familiar with 
the good work done by the Institute in 
various parts of the globe, and he set 
to work to rouse widespread interest 
in the proposition. 

A few days ago a letter was sent to 
a large number of underwriters in both 
fire and casualty insurance to meet at 
the Downtown Association in New York 
and discuss the future of the Institute. 
T. A. Ralston. of the Northern, was 
chairman of the meeting, and among 
those at the guest table were Mr. Rich- 
ardson; George W. Babb, of the North- 
ern; Cecil F. Shallcross, of the North 
British; Charles Lyman Case, of the 
London Assurance; EK. G. Richards, re- 
tiring manager of the North British; 
Henry Moir, president of the Actuarial 
Society of America, and Hugh R. Lou- 
don, of the Liverpool & London & Globe. 

Mr. Ralston introduced Mr. Richard- 
son, who briefly sketched the aims and 
ambitions of the Institute and was 
loudly applauded. He was followed by 
C. A. Ludlum, vice-president of the 
Home, who offered a resolution that the 
meeting give its wholehearted support 
to the Insurance Institute movement. 
Messrs. Loudon, Case and R. R. Brown, 
of the American Surety Co., also gave 
it their cordial approval, and they were 
followed by Mr. Shallcross, who offered 
this resolution: 

“Resolved that a committee of six 
with power to act be appointed by Pres- 
ident Richardson for the purpose of ob- 
taining a charter to incorporate the In- 
surance Institute of America, and to 
create such an organization as to carry 


eut the work contemplated by such 
charter,” 


a 











FAMOUS for FAIR DEALING 


make up fame. 


the deeds of the 


1853 


accorded = general 


tation 


Cash Capital, $2,500,000 


W. E. BALDWIN, Manager 











| “AMERICA FORE” 


Deeds, Time and Recoégnition— 
These are the prime elements that go to 


Fair Dealings in all things is first among 
FIDELITY-PHENIX— in 
point of time, the Company can count back 
sixty-six years, its foundation dating from 
its standing as a foremost American 
Institution goes to prove that the FIDELITY- 
PHENIX is recognized as second to none 
by American Agents and American Assureds. 
It is in the sum of its deeds, accumulated 
and multiplied through many years and 
recognition, 
FIDELITY-PHENIX enjoys its earned repu- 
famous for fair dealing. 


FIDELITY - PHENIX 


Fire Insurance Company of New York 


HOME OFFICE: 


80 Maiden Lane, NEW YORK 


CANADIAN DEPARTMENT: PACIFIC’: COAST DEPARTMENT: WESTERN DEPARTMENT: 
A. A. MALONEY, Secretary 
17 St. John St., MONTREAL Insurance Exchange Bldg., SAN FRANCISCO 332 S. La Salle St., CHICAGO 


that the 


HENRY EVANS, President 


J. R. WILBUR, Secretary 














Mr. Shallcross said that from his 
knowledge of the werk of these insti- 
tutions, not only in this country but 
abroad, he regarded them as of dis- 
tinct value, and he thought that any 
underwriter would be predisposed to 
favor, in giving a position or making a 
promotion, men who had taken the In- 
stitute examination. 

The Committee 

A committee was appointed consist- 
ing of Messrs. Richardson, Ludlum, 
Case, President Lane, of the Niagara, 
Manager Reid, of the Globe, and Presi- 
dent Rush, of the Insurance Company 
of North America. 

Among the persons who watched the 
proceedings with great interest were 
men who have been active in the Insti- 
‘nte for years, including Mr. Hardy; 
Benjamin Richards, of Chicago; D. N. 
Handy. of Boston; Henry Penn Burke, 
of Philadelphia, and G. T. Forbush, of 
Roston. J. S. Glidden, president of the 
Chicago Insurance Society, and John 
Kenney, of the Baltimore Society, 
were also among those in attendance. 

Mr. Richardson will sail for England 
on Saturday. 


NEW DIRECTOR ELECTED 
The Camden Fire has elected F. 
Mrse Archer, president of the National 
State Bank of Camden, a director to 
fill the vacancy caused by the death 
of Wilbur F. Rose. 


MOURNS ARMSTRONG’S DEATH 
Buifalo, March 24, 1919. 

Editor The Eastern Underwriter: 
A. T. Armstrong was a man of ster! 
ing worth; one whose extreme sense of 
duty and loyalty many times caused 
him to sacrifice his own interests for 
the preservation and betterment of in- 
surance conditions. Those of us who 
knew him best, knew him as a loving 
and considerate friend and one who in 
& most unobtrusive manner was at all 
times doing kind and _ considerate 
things for those with whom he came 
in contact. He was honorable to a 
marked degree and was without ex 
ception one of the cleanest minded and 
cleanest spoken men it has ever been 
the pleasure of the writer to come in 
contact with. It may well be said of 
him, it was an honor to be his friend 
and to be so considered by him. His 
passing away will leave a vacancy that 
it does not seem possible, at this time, 
can well be filled. 

I will not add anything to the above 
as I might go on indefinitely singing 
the praises of our late lamented friend 

EDWARD H. WARNER 


NO CAP FACTORIES WANTED 

New York brokers are experiencing 
more than usual difficulty placing lines 
on hat and cap factories. Almost every 
day recently the Patrol records show 
fires in these places. 


Meet to Protest 
“Favored Brokers” 


HEARING 





TO TELL OF ALBANY 
Driscoll Thinks Lynch-Braun Bill Will 
Be Passed By New York 
Legislature 


A meeting will be held this after- 
noon in the American Law Institute 
Equitable Life Building, at 
which will be discussed the bill, intro- 
duced by Senator John A. Lynch (who 
is a prominent insurance man), and 
Assemblyman George J. Braun, of 
Brooklyn, amending the insurance law 


rooms, 





DENNIS F. DRISCOLL 


Courtesy of New York “World.” 


to prohibit corporations from forcing 
borrowers of money on mortgages to 
place the insurance through any one 
channel. This is known on the Street 
as the “favored brokerage” bill The 
meeting was called by Dennis F. Dris 
coll and others. Some speakers will tell 
the brokers present of the hearing 
which was held in Albany in connec- 
tion with Mr. Driscoll and a representa 
tive of the local agents up-state. 

Mr. Driseoll, who has been waging 
this fight for four years, said to The 
Kastern Underwriter this week: 

“I think the time is right for the 
passage of this law because it is in 
keeping with the trend of the times. I 
think the favored brokerage practice 
is unjust; have never hesitated in say 
ing so; and I can only judge from the 
letters | have received that many agree 
with me. Among the states prohibit 
ing the practice are West Virginia, 
Tennessee and Ohio.” 


ADMITTED TO MARYLAND 

The Standard Fire, of Trenton, N 
J., W. J. Lawrence, president, has en 
tered Marylang. On December 31, 1918, 
its assets were $1,301,517; its net sur 
plus $537,942 The Company has ap 
pointed Grant Stockham Sons Co., Bal 
timore, general agents. 

Melly O'Brian, well-known Buffalo 
avent, was in New York City last week. 
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of Wetertown. 1.4. 


F. F. BUELL, Troy, N. Y., Special 
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F. L. GILPIN, JR., 434 Walnut 3t., Phila., Special Agent. MIDDLE DEPT. 
E. J. PARMELEE, Syracuse, N. Y., Special Agent.. NEW YORK STATE 
GEORGE SHAW, 116 Milk St., Boston, Special Agent. NEW ENGLAND 


65th Annual Statement 


NEE, sactssicesisucsseavedsvaesrors $5,574,008.60 
DEE -xcpssandasnsnsseuteeanen 2,923,025.51 
GE. hxc ccsunccoccencevesesecsss 500,000.00 
Conflagration Surplus ............. 250,000.00 
Surplus to Policyholders.......... 2,650,983.09 


Agent.....220 NEW YORK STATE 








| ~ 
| London 


| Hire Insurance Co. Wtd. 


OF LIVERPOOL, ENGLAND. 


Lancashire 














16 


THE EASTERN 


UNDERWRITER 


March 28, 1919 





Toast Hindenburg Line 
Breaker at Dinner 


CITY INSURANCE CLUB AFFAIR 


Jud Anderson and Austin Crehore 
Won Honors in War—Enjoy- 
able Entertainment 


The annual beofsteak dinner of the 


City Insurance Club, held in Cavanagh’s 
estaurant in West 
n Saturday 


Twenty-third street 


night, was a success from 
There 
members and 


this 


all angles. were one hundred 


nd thirty-six guests at 
the dinner of young and live or 
ganization, 

The president 


rreeted the 


“Jerry” Hartnett, 


members and guests with 


chosen words of welcome. 


toast 


uw few well 


He offered a to the boys of the 


club who had given their services to 
the country during the war, to which 
there was a hearty response. The presi 
dent then called for three cheers for 


“Jud” Anderson, one of the memb 

and former recording secretary. He 
helped to break the Hindenburg Line 
and has only recently left the hosnit«l 
recovering from wounds received in the 
fight. The response was such as to 


leave no doubt as to how the club feels 
about “Jud.” and the boys who have 
been with the colors. Then everyone 


singing of The 
sirloin 


joined spiritedly in the 
Star Spangled Banner, and the 
contest was on. 

The musie by the “Jazz Em” Troupe 
while not of a classic or subtle nature, 
was wonderfully inspiring and it is 
hinted around that Joe Neary and 
George Roberts may leave the insur 
ance business to dance at the opening 


of the new Honolulu Opera House. The 
other entertainment was also greatly 
enjoyed, especially the songs by Pon- 
ton, Murdock and Finch. 
Fliers Present 
Another of the members present who 


active war service was Austin 
returned from 
an officer of the 


have seen 
Crehore He has just 
France, where he was 
famous “Lafayette Esecadrille,” and 
downed his share of Hun fliers, for 
which he was twice decorated. Other 
sky-men present were Lieutenant Louis 
Tofte, Gardner Gillespie and Captain 
Clift Cornwall, all high fliers 
Appropriate souvenir packages of 
cigarettes were distributed, each bear- 
ing a picture of the City Insurance 
Club’s 4th Liberty Loan meeting at the 
corner of William Street and Maiden 
lane, at which $100,000 was raised in 
two hours. The program was dedicated 
to the wives of the members, in order 
that they might take it home with them 
and save a lot of explaining ‘The en 
tertainment committee, George Mur 
nhy. Carl Rubert, George McKay. Gus 
Kuebler and John Canning, are to be 
congratulated for the excellent ar 
rangements and the general success of 
the affair. If anyone finds in his pos- 
session a strange derby hat, he will 
hear something interesting if he will 
communicate with the president. 


INCREASES LAST YEAR 
fire premiums in Man 


PREMIUM 
Last year the 


hattan and gory increased from he cannot expect to collect. It is our 

$21,587,030 to $27,857,846. In Brooklyn fault that we allow our customers to 

the increase was vom $6,693,148 to $8,- remain in this. state of ignorance, 

314,300, says he. — oe - ——— —_ 
——— ——— 


UNIFORMITY PROGRESSING 





National Association of Insurance 
Agents Perfecting Membership 
Sign and an Emblem 


‘Aneeetien of Insur- 
ance making considerable 
headway with its campaign for the use 
sign. The 

has bern 


The National 
Agents is 


membership 

scheme of the sign 
the permanent part be- 
of celluloid and bearing the 
inscription, “Affiliated with the Nation- 
al Association of Insurance Agents.” 
upper and center portion of the 
sign will be a pocket covered with 
transparent celluloid. Bchind this can 
annual membership card, 
member is in good 
current year. As 
the names of the asscciations differ in 
the various states it is necessary for 
these cards to conform in each cas2, 
but the body of the sign will be iden- 
tically the same throughout the coun- 
try. 

The National Association has also 
worked out a uniform emblem to go on 
all stationery, bill heads, in fact every 
piece of printed matter used by local 


of a uniform 
general 
decided upon, 


ing made 


In the 


he placed the 
showing that the 
‘tanding for the 


wgents. This will show prominently 
that the user is a member of the Na- 
tional Association. It is estimated 


that when the use of this emblem has 
become general, at least 100,000 pieces 
of printed matter will go out each day 
through the mails, thus advertising 
the National Association. 

Another uniform measure which is 
being perfected by the National Asso- 
ciation is a state secretary’s account- 
ing system. When this is put into use 


throughout the country, the work of 
auditing the state accounts will be 
greatly simplified and much time and 


labor saved. 


ALBANY FIELD CLUB 


Hears A. M. Paddon Talk on Electrical 
Department and Plans for Saratoga 
Lake Outing 


The Albany Field Club held its regu- 
lar monthly meeting and dinner at 
Keeler’s State Street Restaurant on 
March 21. There were twenty-three 
members present. Besides the routine 
business, a number of interesting dis- 


cussions were held by the members, 
and the club was also addressed by 
A. M. Paddon, manager of the electrical 


department of the Underwriters’ Asso- 
ciation of New York State. Mr. Pad- 
don’s remarks were thoroughly enjoyed 
and considerable information on the 
subject was furnished to the members. 
The club is now making arrange- 
ments for its Field Day Outing, which 
it is expected, will take place at Sara- 
toga Lake early in June of this year. 





THREE-FOURTHS VALUE CLAUSE 


It is a safe bet that not one citizen in 
Florida out of fifty understands the 
operation of the three-fourths value 
clause, says Fred C. Calkins. He thinks 
it works out to where it operates as a 
three-fourths loss clause, hence his feel- 
ing that the insurance company is 
charging him a premium for something 


“The Leading FIRE INSURANCE Co. of 
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Qne Hundred Years of Servi 


WM. B. CLARK, President 


Losses Paid over $174.000.000 


America” 
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Policyholders’ 
Assets ® 
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NATIONALUNION 


Fire Insurance Co 


sevuec Pa 


rere 


OF PITTSBURG, PA. 


(PENNSYLVANIA STANDARD) 


Unearned Premium Reserve . ‘ 


Surplus. . +* 
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NATIONAL UNION 
FIRE INSURANCE COMPANY 


STATEMENT JANUARY I, 1919 


$1,000,000 
2,930,654 
1,824,414 
5,274,000 




















CHAS. H. POST, U. S. Mer. 


Caledonian Insurance Co. of Scotland 


FOUNDED 1805 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 


UNITED STATES HEAD OFFICE 
Caledonian Building, 50-52 Pine Street, New York 
R. C. CHRISTOPHER, Asst. U. S. Mgr. 


NEW YORK CITY OFFICE 
Golden Hill Building, 59 John Street, New York 





New York 





FIRE 
RE-INSURANCE 


15 William Street 


NORWEGIAN ATLAS INS. CO., Ltd. 
WEMPLE & COMPANY, Inc. 


New York 
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LIABILITIES 
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Funds reserved to meét all Liabilities, Re-insurance Re- ' ecw York City 
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. “ “sae President F. D. Layton, Vice-President C. B. Roulet, Ass’t Secretary 
SURPLI Vice-President §.T. Maxwell, Secretary F. B. Seymour, Treasurer Boston Office Marine Department | 
US ROGERS & HOWES, Managers WM. H. McGEE & CO., Gen’l Agts. | 
a TO POLICYHOLDERS. eeet tovees -$5,980,020.79 4 Liberty Square, Boston, Mass. 15 William Street, New York City 
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Fiehting Against 
Split Commissions 


POOR RESULTS IN MILWAUKEE 


Automobile Insurance Agents Persist 
in Dividing Compensation With 
Other Salesmen 

What success the automobile insur 
ance writing agencies of Milwaukee 
had in conducting a local organization 
has been told to The Eastern Under- 
writer by R. W. Peeper, secretary of 
the Milwaukee Automobile Insurance 
Exchange who says: 

“The Exchange was organized about 
a year ago, but after a fairly good start 
interest in it has been somewhat lack- 
ing. The principal reason our Exchange 
was organized was to eliminate com- 
mission being paid to automobile sales- 
men, who gave tips to the insurance 
man, or were writing insurance as a 
side line for some agency. It is a prac 
tice which, no doubt, exists, more or 
less, throughout the country and should 
be discouraged by every insurance man 
in the business. 

Co-operation Half Hearted 

“We have been able to get only about 
sixty per cent. of the automobile insur 
ance agents into our Exchange, but 
hope in the course of time to get all of 
them in and convince them that it is 
for their own protection that an orga. 
ization of this kind should exist. There 
is no good reason why the profits of 
automobile insurance, or any insuranc® 
for that matter, should be split with 
anyone who is good enough to throw 
busines the agent’s way, and if omy 
we can get all the agents to a point 
where they can see this and absolutely 
stick to it, we shall be accomplishing 
quite a good deal for the protection of 
the business. 

Plan of Exchange 

“Our Exchange is patterned afier the 
Milwaukee Board of Fire Insurance Un 
derwriters, and all members have a 
membership fee to pay as well as a 
deposit which is put up as a forfeit in 
case any of our members violate our 
by-laws. Of course, you can realize 
that a proposition of this kind is not 
easy to get everybody into, and, in ad 
dition, it is another hard problem to 
get every man to live up to the by-laws, 
us there are so many ways in which 
one can get around matters of this kind 
if the intent is there. 

“As the automobile business is grow- 
ing every day and as some of the 
agents are so greedy for business as to 
offer an automobile salesman a com- 
mission on business he secures for 
them, they do not realize that they are 
cutting their own throats by offering 
this commission and that, if this prac- 
tice is not discouraged, their business 
will soon be demoralized. Our work 
has only just started and we hope to 
bring this point home to our members, 


National Liberty 


INSURANCE COMPANY 
OF AMERICA 
NEW YORK 








Incorporated Under the Laws of the 
State of New York in 1859 
Statement, January 1, 1919 
Cash Capital ....6«s. $1,000,000.00 
Cree 9,609,646.00 

Liabilities, including 
2 GRRE sae 7,214,228.11 
Net Surplus... 2,395,417.89 
Surplus to Policy 
eee eee 3,395,417.89 








HEAD OFRFICE 
62 WILLIAM STREET, NEW YORE 








DELETION OF AVERAGE CLAUSE 





Marine Insurance Decision in Great 
Britain of Widespread Interest to 
Fire Underwriters 


A case which was of considerable in- 
terest to marine underwriters came be- 


fore Justice Bailhache in the King’s 
Bench Division last week, says “Fair 
Play,” of London. An action was 


brought by the Niger Company against 
the Yorkshire Insurance Company, 
claiming to rectify a fire insurance 
policy by the deletion of the average 
clause, and, in the alternative, to have 
a declaration that the policy was not 
subject to average. It appears that the 
Niger Company had insured the fire 
risk on their stocks in various Nigerian 
stations with the Yorkshire Company. 
In January, 1918, goods at the station 
at Burutu were damaged to the extent 
of £500,000. Owing to the accumulation 
of goods at this station, caused by lack 
of transport, the Yorkshire Insurance 
Company claimed that, as the _ total 
value of the goods at the station was 
£750,000 and the limit of liability £500,- 
000, the plaintiffs were uninsured as to 
the difference, and, instead of recover- 
ing £500,000, would only be entitled to 
recover about two-thirds of that amount. 
It was contended that the average 
clause in the policy was not intended 
to operate in the circumstances. Mr 
Justice Bailhache, however, held that 
the average clause applied, and entered 
judgment for the defendants. It was 
this fire which was the cause of the 
Institute standard conditions for open 
policies and open slips being adopted. 
Underwriters found that instead of be- 
ing liable for the maximum line in one 
steamer, they become liable under 
open slips and open covers for five or 
six times the amount they anticipated. 
If the Niger Company had been able 
to establish their case against the 
Yorkshire Company, it would have 
made a very considerable difference to 
underwriters, because a larger propor 
tion of the claim would therefore have 
fallen upon the fire insurance compa 
nies. 


as we feel it is necessary to do this in 
erder to educate all of our members 
to a point where they will refuse to 
pay commission to any one not in the 
insurance business.” 





1792 Insurance Company of 1919 
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PHILADELPHIA 
127th ANNUAL STATEMENT DECEMBER 31, 1918 

i NT <0 dee cenedunces sewniensabeenneseenied 4.900.000 
SS FR era 12,217,808.92 
ES eb ons ap dcaewnnneawaneckiees he 4,594,236.33 
if ~F 53s css nndaneonewaean heed eu ean ake 1,030,000.00 
cfitacatina EE ED ona 0 0540s tdehkainsareeleuarakes 851.22 
The Oldest A merican Surplus Lestdhenesstwsteasonteaadoercetedestbee seekers 8,922,516.93 

Stock Insurance Company 

ee EEL $30,801,413.40 


Surplus to Policyholders, $12,922,516.93 Losses Paid Since Organization, $203,147,689.78 

Fire Insurance, Tornado, Sprinkler, Explosion, Inland Transit, Salesman’s Floater, 
Automobile, Use and Occupancy, Builder’s Risk, Tourist War Risk, Cotton Insurance, 
Marine, Rent, Leasehold, Parcel Post, Registered Mail. 











LIABILITY, 
ACCIDENT, HEALTH, FIDELITY 
AND BURGLARY INSURANCE 


SAMUEL APPLETON, United States Mgr. 


33 BROAD STREET, BOSTON, MASS. 


207th Year 


SUN 


INSURANCE OFFICE OF LONDON 


FOUNDED 1710 
UNITED STATES BRANCH: 
54 Pine Street - New York 
WESTERN DEPARTMENT: 
76 WEST MONROE ST., CHICAGO. 


PACIFIC DEPARTMENT: 
N. W. Cor. Sansome & Sacramento Sts. 
San Francisco, Cal. 


The Employers’ Liability 
Assurance Corporation, Ltd. 


The original and leading Liability 
Insurance Company in the World 


STEAM BOILER, 
United, States Branch 
Employers’ Liability Building 


AGENTS WANTED 




















Greater Capacity for Local Agents 








Use our unlimited capacity and wide experience for placing additional 


Binding Contracts with Guaranteed Underwriters at Lloyds and British 
Companies maintaining United States deposits. 








business beyond the capacity of admitted companies. 


Immediate telegraphic 
binders given. 


MARSH & MCLENNAN 


19 Cedar St. 1615 California St. 
NEW YORE DENVER 


901 Ford Bldg. 314 Superior St. 
DETROIT DULUTH 


201 Sansome St. 
SAN FRANCISCO 
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107 S. Fifth St. 
MINNEAPOLIS 


23 Leadenhall St. 
LONDON 


‘The Best there is in Insurance Service’’ 























F. H. HAWLEY, Pres. 


{iu 


ORGANIZED 1848 W. E. HAINES, Secy. 


fox Ohio’s Oldest and Strongest Company 


Net Surplus Over $1,293,741.00 
AN AGENTS COMPANY 


E. K. SCHULTZ & CO. 
PHILADELPHIA 


GENERAL AGENT 
Pennsylvania, New Jersey and New York 














FRED. S. JAMES 





United States Managers 


FRED S. JAMES & CO. 


GENERAL FIRE ASSURANCE CO. 


of Paris, France 


URBAINE FIRE 
of Paris, France 


EAGLE, STAR & BRITISH DOMINIONS INS. CO. Ltd. 


of London, England 








INSURANCE CO. 








a, 
> sannena 


Ir 





GEO. W. BLOSSOM WM. A. BLODGETT 


Agency Superintendents 
CARROLL L. De WITT, 
P. A. COSGROVE. 


123 WILLIAM STREET 


NEW YORK 


UNDERWRITING SERVICE 
THROUGHOUT THE 
UNITED STATES 


——————— 




















BO 























March 28, 1919 


THE EASTERN 





UNDERWRITER 19 

















MARINE DEPARTMENT 





= canner 





© sggeenenat 


Insurance in Hurley’s 
New Shipping Plans 


BOAT BUYERS TO COVER EQUITY 


American Companies Come First; Then 
Government Fund Will Carry 
Balance of Risk 


Chairman Hurley, of the United 
States Shipping Board, in his address 
pefore the National Marine League 
yesterday, discussed the future owner- 
ship of the 55 ocean-going steel cargo 
the Government, and future 
His suggestion is that 


ships of 
building plans. 
the ships should be sold to and operated 
by American citizens under no restric- 
tions other than the terms of the bill 
of sale and the fixation of maximum 
freight rates. The ships should be sold 
at a price which fairly reflects the cur- 
rent world market for similar tonnage. 

Twenty-five per cent. of the purchase 
price of each ship should be paid down, 
the remainder falling due and payable 
in graded annual instalments over a 
period not exceeding ten years. The 
Government should take and hold a 
mortgage for the unpaid balance, charg- 
ing interest thereon at the customary 
commercial rate of five per cent. One- 
fifth of this interest, representing th 
difference between the customary Gov 
ernment interest of four per cent. and 
the customary commercial rate, should 
be paid into a Merchant Marine Devel- 
opment Fund. 

“The purchaser should be required 
to agree to insure and keep insured 
with an American marine insurance 
company, his equity in the vessel, and 
because the American marine insur: 
ance market has not at present suffi- 
cient resources to underwrite all the 
vessels the Government has to sell, the 
Government should carry in its own 
fund, as at present, but for purchaser’s 
account, hull and machinery insurance 
covering that part of the vessel for 
which payment has not been made,” he 
said. “Our experience in operation 
shows that the Government can carry 
this insurance for at least one per cent. 
less than the open market rate. How- 
ever, it is proposed that the open mar- 
ket rate be charged, and that the dif- 
ference be paid into the Merchant Ma- 
rine Development Fund.” 

In another part of his talk he said 
about insurance: 

“Simultaneously with the purchase 
of 4 vessel, the purchaser should be re 
Wired to provide hull and machinery 
surance for his equity with an Amer- 
an Marine insurance company. As 
aoe payments are made, the 
in the y represent should be insured 
o at cr onan until a hundred 
eon A. le hull and machinery in- 
private em passed into the hands" of 
This regi insurance companies. 
double : 1B ment would achieve the 
efame purpose of relieving the Gov- 

nt of the insurance risks which 
ei 





the exigencies of war have compelled 
it to assume, and of making possible 
the development of an American ma- 
rine insurange market capable of car- 
rying insurance on all the vessels 
under the American flag. The history 
of our Merchant Marine shows conclu- 
sively that it is essential for American 
shipowners to insure their ships with 
American marine insurance companies. 
An American marine insurance market 
is as vital a necessity to an American 
Merchant Marine as is American capi- 
tal to the steamship companies which 
constitute it. 

“That part of the equity in each ship 
which is covered by the Government’s 
mortgage should continue to be insured 
in the Government's funds, as at pres- 
ent. As the payments progress, how- 
ever, this equity will decrease, until at 
the end of ten years, the Government 
will have no more need of carrying any 
insurance.” 

Wants Three Statutes 

Chairman Hurley says to make his 
nlan effective it is necessary to ask 
Congress for three statutes: 

“One of these statutes should author- 


ize the incorporation of steamship 
companies under Federal charter. 
Another’ statute should extend the 


emergency power to carry hull and 
machinery insurance in the Shipping 
Board’s fund so that this function may 
continue to be performed by some des- 
ignated Government agency so long 
as the Government may continue to 
hold an equity in any of the vessels it 
now owns or has under contract. The 
third statute should revise the present 
status of vessel mortgages so as to 
make them attractive to bankers and 
other investors. 

“The security of a mortgage may be 
imperiled by loss or damage to a ves- 
sel, or by the attachment of superior 
liens,” he said. “Such liens can gener- 
ally be classed as those arising from 
debts and from liabilities. The most 
important ones, resulting from debts, 
arise from the furnishing of repairs. 
supplies, or other necessaries in the 
maintenance and operation of a vessel 
including pilotages, towages, port 
charves, crews’ wages, and other con- 
tractual obligations. Liabilities creat- 
ing liens result principally from colli- 
sions strandings, salvages, general 
averages, cargo damages, and personal 
injuries. Practically all such liabilities 
can be insured against by the standard 
form of marine insurance policies, and 
by protection and indemnity insurance. 

“If, therefore, the mortgage contains 
covenants and agreements to compel 
the mortgagor to insure against such 
liabilities, as well as loss from fire and 
marine veril, the security of the mort- 
gage will only be jeopardized by liens 
arising from contractual obligations. 
't is mv proposal to obtain protection 
against the latter by amending the ex- 
isting law so as to assure to anyone 
furnishing such repairs, supplies, other 
necessaries, etc., the opportunity, by 
exercising due diligence, of obtaining 
full information by the existence of the 
mortgage, and then to provide that the 
lien of the mortgage shall be superior 
to liens for repairs, supplies, and other 
necessaries (contractual obligations), 
etc.” 
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Pg Fire & Marine Insurance Co. 
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Superintendent Phillips 

On Marine Insurance 
PREDICTS HEAVY LOSS RATIOS 
Ante-War Conditions Will Prevail for 


Some Time—American Company 
Competition 





In his annual report Superintendent 
Phillips has made the following com 
ment on the marine insurance busi 
ness: 

“The marine insurance business con- 
tinued during the year to attract new 
capital, both domestic and foreign, a 
number of companies being newly or 
ganized for such purpose, or carrying on 
only a fire insurance business, assumed 
additional marine powers, while several 
companies of foreign countries have ac 
quired the necessary authority to carry 
on business in this State. 

“War risk insurance, while an im 
portant factor in the premium income, 
practically ceased with the declaration 
of the armistice except for the hazard 
of floating mines so that today the busi 
ness has reverted to competitive con 
ditions which will demand the 
earnest attention of competent and ex- 
perienced underwriters in order to ob 
tain a reasonable return on the capital 
invested. Ante-war conditions will in a 
measure prevail for some time, and 
heavy loss ratios will certainly result 
if, in the desire to keep up premium in- 
come, risks are assumed without dis 
crimination and unless the companies 
have a clear appreciation of the sub 
standard condition of many of the 
vessels now in active oceangoing serv- 
ice. American companies have entered 
the field to such an extent as to become 
keen competitors of foreign underwrit- 
ers. This is a desirable undertaking 
and in the interests of American ship 
pers who have heretofore found it neces 
sary to obtain much of the required in 
surance coverage abroad. 

Excess Charges Made 
“Occasioned by the domand for m 
rine insurance during the war, a condi- 
tion grew up in the brokerage field 
which called for prompt attention. Ex 
cess charges to shippers over ihe prem 
ium rate charged by underwriters, cor- 
nering the market on vessel insurance, 
issuing of cover notes by brokers with- 
out authority of any insurer and the 
barter and sale from hand to hand of 
provisional insurance, were some of the 
practices which led to an investigation 
by the Department and to the subce 
quent enactment of corrective legisla 
tion which has met with general com 
mendation, and which resulted in the 
discontinuance of the practices without 
interfering with the legitimate 
of the business. The legislation called 
for the licensing by the Denartinent cf 
agents and brokers engaged in the ma- 
rine insurance business, and for the 
compliance with the provisions of see 
tion 169 of the Insurance Law passed 
May &, 1918. With such legislation on 
the statute books, the abuses which had 
grown to large proportions have been 
made impossible and the marine brok- 
erage business placed under proper con- 

trol.” 


MmOst 


condyet 


AFFECTS MARINE LINES 
A bill has been introduced in Albany 
to amend section 65 of the insurance 
law by providing that rebating and dis 
crimination provisions shall apply to 
marine as well as fire insurance. 


BOUGHT BY F. H. & C. R. OSBORN 





Two Four Story Buildings at 72-74 
Beaver Street—To Build Six Story 
Structure 





Joseph EF. Cullman, through the 
Charles F. Noyes Company, has leased 
to the marine insurance firm of FH. 
& ©. R. Osborn, the two four-story 
buildings at 72 and 74 Beaver street, 
the southeast corner of Hanover street, 
for a term of forty-two years, at an 
aggregate rental, including taxes, of 
over $600,000. The lessees are to re 
construct the two buildings, converting 
them into one six-story office structure. 
The contract for this work has been 
awarded to Ziesler & Kerrigan, and it 
is expected that the alterations will be 
completed by about August 1. 

The twe buildings involved in the 
transaction cover a_ plot of 25,000 
square feet and have a frontage of 
sixty-four feet on Beaver street and 
thirty-nine feet on Hanover street. The 
Osborn firm, which now has offices at 
37 Wall Street, 69 Wall Street, 89 Bea- 
ver street and in the former Amsinck 
Building, at Beaver and Hanover 
streets, will consolidate all of its de 
partments in the newly acquired prop- 
erty. 

The buildings, which have just been 
leased, were purchased by Mr. Cullman 
a month ago. 





APPOINT F. H. & C. R. OSBORN 


Made Managers of Fireman’s Fund, 
Home Fire & Marine and Scandi- 
navian American, of Christiania 


I. H. & C. R. Osborn, 37 Wall street, 
a co-partnership, has been appointed 
manager of the Atlantic marine de- 
partment of the Fireman’s Fund and 
Home Fire & Marine, and of the United 
States marine and fire branches of the 
Scandinavian American Assurance Cor- 
poration, Ltd., of Christiania, Norway. 

As already announced, Eugene TT. 
Barry, formerly of KE. T. Barry & Co., 
marine insurance general agents of 
New Orleans, has become associated 
with the new firm. 

The underwriting offices of F. H. & 
C. R. Osborn will be located at 69 Wall 
street, communicating with 89 Beaver 
street, from May Ist, until their baild- 
ing at 72 and 74 Beaver street, which 
is to be re-built, is ready for occupancy. 
It is expected that this will be about 
August Ist, 1919, 


MAY BUILD SIXTEEN STORIES 

The new building to be erected in 
Beaver Street by the Merchant Marine 
may be sixteen stories in height. A 
number of shipping and export houses 
have been among those making appli- 
cations for space. 


INTERNATIONALE APPOINTMENT 

A. J. Collins and Co. have heen ap- 
pointed sole managers of the Inter- 
nationale Assurance Company, Limited, 
of Copenhagen, for accident, fire and 
marine business in the United King- 
dom. 

EQUITABLE UNDERWRITERS 
The Equitable Underwriters, New 
York, have discovered an error in the 
statement filed by them with the New 
York Department. The revised figures 
show net fire premiums in New York 
State in 1918 to be $259,191 and net 
losses $65,772. The losses were origi- 
nally reported as $123,930. 
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CASUALTY AND SURETY NEWS 


Clapp & Co. Agency 
to Be Branch Office 


FIDELITY & CASUALTY’S PLAN 


New Developments in Company’s Most 
Prominent Health and Acci- 


dent Office 


Notification has been given by the 
Fidelity & Casualty to E. E. Clapp & 
Co. of its intention not to renew that 
firm’s general agency contract upon 
its present terms and that the agency 
will be run as a branch after 
August 5, 1919. The present contract 
had several years to run, but it contains 
a six months’ concellation clause, the 
limitation of which is August 5, 1919. 


office 


Clapp & Co. have for many years 
held a contract with the Fidelity & 


Casualty to represent it as general 
agents in New York and considerable 
nearby territory for accident, health, 
burglary and physicians’ defense lines. 
In accident and health the 
firm has built one of the largest pre- 
mium incomes of any general agency 
in the United States. This business 
was developed largely through the per- 
sonality of the late Edward Griffith, 
who died last year, and whose estate 
has a large interest in the business. 


insurance 


Premium Income $1,500,000 


Since Mr. Griffith’s death the ques- 
tion of revision of the firm’s contract 
with the company has been frequently 
under discussion. The premium in- 
come last year was approximately $1,- 
500,000. E. E. Clapp, the founder of the 
agency, celebrated his eightieth birth- 
day anniversary last year. Charles 
Bellinger, who was assistant manager 
under Mr. Griffith, has been the active 
head of the agency since Mr. Griflith’s 
death. Late in February of the pres- 
ent year President Robert J. Hillas of 
the Fidelity & Casualty, invited by 
letter a large number of agents and 
brokers doing business with Clapp & 
Co., to come to his office for a confer- 
ence. To those who responded to the 
call Mr. Hillas set forth the position of 
the company and its desire to revise 
the Clapp & Co. contract. 

Some of the agents and brokers who 
have long been large contributors to 
the business of Clapp & Co., resented 
the manner in which they were induct- 
ed into the controversy between the 
company and its principal health and 
accident agency, while others inclined 
more to the company’s view. 


SPENT A FEW DAYS HERE 

Howard F. Evans, who is known to a 
number of insurance men on William 
Street, was in town this week with 
President O. F. Roberts, of the Chicago 
Bonding & Insurance. Mr. Evans is 
eastern Manager for that company, 
with headquarters in Detroit. 


. near the 





Recommends Bank 
Clerks Carry Revolvers 


NEW YORK POLICE HEAD 


ACTS 


Special Wiring of All Banks Urged 
to Curb Epidemic of 
Hold-ups 





If any insurance 


has failed to 


agent, anywhere, 
the exceptional 
offered to bur- 


glary insurance in all its ramifications, 


realize 


opportunity now sell 
Police 


York, 


the “dont’s and suggestions” of 
Commissioner Enright, of New 
wake him What Commis- 
sioner Enright constitutes the 
most drastic procedure ever advocated 


should up. 


advises 
police commissioner in peace 
The war is supposed to be over 
but after the 
suggestions one might readily believe 
the town were in a state of siege. Here 
is what the Commissioner says regard- 
ing bank protection and for the infor 
mation of depositors and messengers: 


by a 
times. 


reading Commissioner's 


Obtain revolver permits for keeping revolver 


in bank, 


Obtain revolver permits for messengers and 
special officers emploved and who are to carry 
money from the bank. 

See that employees are armed with proper 
revolvers of the same standard as Smith & 
Wesson or Colt Police Positive 38-calibre drop 


barrel; and that smokeless cartridges are used. 

See that the paying and receiving tellers each 
have one of these revolvers handy at all times, 
while in their cages; and that revolvers are in 
proper working order; test same every week and 
cartridges in barrel 


place new every six 
months. 

Have the bank wired, so that there are places 
in the paying and receiving teller cages where 
an alarm button can be placed on the floor for 


the tellers to step upon if anyone attempts to 

hold them up, button to connect with a large 

alarm bell in center of room and another large 

bell (if found advisable) to be placed on the 

outside of the bank over the main entrance. 
Burglary Drill Next 


Organize the employees of the bank so that 
each will have a station to go to when th 
alarm is sounded; two clerks with clear voices 
to immediately run to the telephone and call 


the operator and say that they want the police, 
that robbers are in the bank; other clerks to 
run to the doors and close them, while the 
special officer is to draw his revolver and stand 
door 
Recommend that bank officials employ an ex 
perienced watchman or special officer and see 
that his only duties are to guard the entrance 
to the bank during the day, and to have charge 
of the keys to the entrance or exits of the 
bank after closing hours, and while the em 
ployees are still in the bank working 

Have gate at paying or receiving teller’s 
window so constructed that it can be fastened 
to not allow a greater space open than is neces 
sary to do business. Have railing or partition 
extend from floor to ceiling, if not, have 
made of wire. 

Besides this the Commissioner has 
issued a list of “dont’s” for persons 
and messengers drawing and making de- 
posits at banks. The Globe Indemnity, 
New York, has issued a valuable spe 
cial circular based on the Commission- 


er’s suggestions. 


a cage 


MAY EXAMINE COMPANY 

The Pennsylvania Insurance Depart- 
ment advises The Eastern Underwriter 
that it will most likely make an exam- 
ination of the affairs of the Common 
wealth Casualty, Philadelphia. The 
Company’s statement is now in the 
hands of the examiners in Philadelphia. 
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Business in Blanket 
Bonds Unsatisfactory 


HOW LINE WAS STARTED HERE 
Sarly Policy Written By Lloyds and 
Form Used By American 

Company 
losses in blanket 


Unusually heavy 


stock and 
the 


for a 


bonds issued to banks and 


bond brokers have aroused surety 


companies to the necessity thor 


ough revision of the forms used in 
writing this form. 

The whole trouble in this line of 
surety underwriting began a number of 
years ago when Lloyds, London, intro- 
duced a particularly broad cover into 
this country, which it wrote at the low 
rate of one per cent If the various 
covers included by Lloyds in its policy 
had been charged for at the rates 
thought to be proper in this country, 
the rate would have been more like 
four per cent. 


Lloyds First Form 


The form issued by Lloyds reads as 
follows: 

From or against all such losses or damages as 
they, the vid ; : and during the 
said period suffer or sustain or discover that 
they have suffered or sustained in manner 
hereinafter mentioned (that is to say) 

BY REASON of any tonds, Debentures, 
Scrip, Certificates, Warrants, Transfers, Cou 
pons, tills of Exchange, Promissory Notes, 
Cheques, Bank Notes, Currency or other similar 
securities, whether payable to bearer or other 
wise (not including Specie or Title Deeds of 
landed property) in which they are interested, 


have undertaken, 
them supposed 
time during the 


which they 
now by 


custody of 
and which are or are 
or believed to be, or at any 


tid period of Twelve Months may be in or upon 

their own premises or upon the premises of 
their bankers or in any recognized place of 
safe deposit in Philadelphia or New York o 
lodged or deposited in the ordinary course of 
business for exchange, conversion or registra 
tion thereof, being (while so in or upon such 
premises or so placed, lodged or deposited as 
iforesaid), lost, destroyed or otherwise made 
away with by robbery, theft, embezzlement, 
burglary or abstraction, whether with or without 
violence and whether from within or without, 
ind whether by the clerks and servants of the 
sale ; or any other person or pet 
ons, or by the negligence or fraud of the said 
clerks and servants 


BY REASON of any securities of the de 
scription above specified being lost, stolen, mis 
misappropriated, or made away with 
negligence or fraud of their clerks 
while in transit in their own 
hands of their clerks or servants 
houses or situate within 


or otherwise, 
bands or in the 


between any places 


tive miles from Philadelphia or 


New York, such 
risk or transit to commence on every security 
or pareel of securities from the moment of the 
person into whose hands the same may be de 
livered on behalf of the said 
receiving the and to continue 
delivery thereof at destination, 


St. Louis Bank Covered 
The issuance of the Lloyds policy 
was quickly followed by the National 
Surety with a cover not quite so broad. 


same, until the 


The first of these policies issued by 
the National was to the Mercantile 
Trust Co. of St. Louis. Following is 


the National's insuring clause: 


From or against all such losses or damages as 
it, the said Mercantile Trust Company may, 
during the said period, suffer or sustain or dis- 
cover that they have suffered or sustained in 
manner hereinafter mentioned, that is to say 

By reason of any bonds, debentures, scrip, 
gold or silver certificates, warrants, transfers, 
coupons, bills of exchange, promissory notes, 
cheques, bank notes, currency, money or other 
similar securities or property, whether payable 
to bearers or otherwise (not including title 
deeds or landed property in which they are 
interested, or the custody of which they have 
undertaken, and which are now or at any time 
during the said period of twelve months may 
be in or upon their own premises or upon the 


premises of their bankers or lodged in any 
recognized place of safe deposit in St. Louis, 
Mo., or lodged or deposited in the ordinary 
course of business for exchange, conversion orf 
registration with the thereof, or with 
any agent of such issuers, or with any persons 


issucrs 


employed to procure or manage the exchange, 
conversion or registration thereof being (while 
so in or upon such premises or so placed, 
lodged or deposited as aforesaid) embezzled by 
the officers, clerks and servants of the said 
bank -or lost by the culpable (or criminal) 
negligence or fraud of the said officers, clerks 


and servants 

By reason of any or securities of the 
description above specified being embezzled ot 
misappropriated, whether in their hands or in 
the hands of their officers, clerks and servants 


property 


between any houses or places situate within 
five miles of St Louis, Mo., such risk of 
transit to commence on every security ofr 


parcel of securities from the moment of the 
Mercantile Trust Company employees into 
whose hands the same may be delivered on be 
half of the said Mercantile Trust Company re 
ceiving the same, and to continue until the 
delivery thereof at destination 


For some time after the National be- 
gan writing this business it was diffi- 
cult to obtain reinsurance facilities be- 
cause of the considered great liberality 
in the form. Gradually other compa 
nies fell into line until the writing of 
this busirgss became general. The ex- 
perience has not been satisfactory, par 
ticularly of late, when the number of 
losses and the amounts involved have 
exceeded anything anticipated. 

WAR TO END APRIL 1 

April 1 has been set as the date for 
termination of the automobile liability 
rate war in Missouri. 





C. A. CRAIG, President 





W, R. WILLS, Vice-Pres. 
The National Life and Accident Insurance Company 
NASHVILLE, TENNESSEE 


Industrial, Life, Health and Accident Insurance 
in ONE policy 


Cc. R. CLEMENTS, Sec. & Treas. 
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4p WRITES the following lines of INSURANCE 
FIDELITY AND SURETY, PLATE GLASS, BURGLARY, GENERAL 
LIABILITY, AUTOMOBILE LIABILITY, PROPERTY DAMAGE AND 
COLLISION, ACCIDENT AND HEALTH, MONTHLY PAYMENT 
Charles R. Culyer & Co., Resident Manager, 428 Walnut St., Phila., Pa. 
Geo. S. Dippold, Res. Mgr., 1107 Peoples Bank Blidg., Pittsburgh, Pa. 
W. F. Murphy & Co., Res. Mgrs., Union Trust Bidg., Jersey City, N. J. 
J. Ramsay Barry Co., General Agent, 10 South Street, Baltimore, Md. 
R. H. Lambert, Branch Manager, Equitable Bldg., Washington, D. C. 
$500,000.00—Surplus to 


F. 0. ROBERTS, Vice-Pres. and Gen. Mgr. 





Policyholders, $825,544.20 
HOME OFFICE: CHICAGO, ILLIONIS 
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A. M. Murray Returns. 
A. M. Murray, manager of the Aetna’s 


liability department at 100 William 
Street, is back in the office after a 
varied experience in the army. Mr. 


Murray was kept busy at various camps, 
where he did special work for which he 
showed himself to be particularly well 
fitted. The experience he gained of 
military affairs was far more extensive 
than that which falls to the lot of most 
men who entered the service, 
* ee 
New Literature Prepared 

This year the Travelers of Hartford 
has issued two new automobile folders. 
They are of attractive design and fine- 
ly executed. One of the folders is for 
use in small towns and among farmers. 
It contains illustrations, arguments and 
material which will appeal to that great 
class of prospective insurers. The other 
folder is designed for use in the larger 
centers. They are both designed for 
distribution as an aid to personal soli- 
citation rather than for mailing, as it 
is considered a mistake to attempt to 
obtain automobile business by mail. 
The rural folder may, however, be used 
that way. In any case the folders 
are appropriate as an advance notice 
of a visit from the agent. This will be 
a great year for soliciting automobile 
insurance among the farmers as the 
new rates are so much lower than the 
old ones. 

* * © 
Had Funeral for Severed Arm 

The legality of a claim for the fune 
ral of an arm has been challenged be- 
fore Deputy Commissioner Jaeger of 
the New Jersey Labor Department’s 
Workmen’s Compensation Aid Bureau. 


The claim was presented in Jersey 
City by a workman whose right arm 
was torn off by a belt in a Hoboken 


factory last Octeber. The accident was 
not disputed and no objection was 
made to an allowance of $10 a week 
for 210 weeks. Accompanying the 
workman’s affidavit was a bill for $25 
for a coffin, a grave in the Jersey City 
Cemetery and for funeral services. It 
is said that the arm was preserved for 
the workman and when he recovered 
from his injuries he and his friends 
buried it with a ceremony they thought 
appropriate. Commissioner Jaeger re- 
served decision. 
+ os . 
Accidents Said To Be Fewer 

The Industrial Commission of New 
York presents figures showing the num- 
ber of adcidents in recent years and 
claims that the reduction shown in 
1917 and 1918 is owing to three causes: 
Safety work, new employees becoming 
skilled in their work and high wages 
preventing many claims for minor in- 
juries, Following is the record of 
claims: 





re od a EEC OER ECT 40,118 
ch oe, , A ETO re 50,999 
NR e's oo cn baed etd 6 oye 58,879 


UNNI = 0 NS alae no acataca owas Bide 51,303 
Reportable Industrial Accidents 
1914-1915 225,101 
1915-1916 273,249 
1916-1917 313,177 
1917-1918 285,000 


(estimated) 
a * + 
Men of Two Bureaus Meet 
A number of casualty men represent 
ing the new automobile bureau met in 
New York March 24 to confer with 
members of the older organization on 
a program of co-operation. oO. F. 


Roberts, of the Chicago Bonding, and 
W. KE. Small, of the Georgia Casualty, 
were present. Both report that a har 


monious condition exists all along the 
line. 
* * @ 

Gus A. Elbow Visits New York 

Gus A. Elbow, president of the Amer 
ican Bonding & Casualty, Sioux City, 
has been in town. His company is 2» 
member of the National Automobile 
Underwriters’ Bureau, but is not en- 
tered in any states east of Indiana. Mr. 
Elbow said he may consider entering 
some more eastern territory, but noth- 
ing to this end has been decided. 


WARDING OFF ADVANCES 

Speaking of the possibility of higher 
rates or restricted policies, John J. 
Kennedy, claim manager for the Prov- 
ident Life & Accident, Chattanooga, ~e- 
minds ‘his disability insurance sales- 
men that every company has_ had 
meetings to discuss the advisability of 
increasing premium rates or lowering 
indemnities, as well as “tightening up” 
the policy contracts. The Company 
does not wish to take such steps and 
for the present has no such intention 
but it behooves every agent, says Mr. 
Kennedy, to see that there are no 
“leaks” in claim payments, for these 
very unnecessary losses may bring 
about the increase in premium rates 
which we wish to avoid. He adds: 
“Let us work together for good service 
and a square deal to all.” 





FOUND IN GOOD CONDITION 

The Massachusetts Department has 
completed an examination of the Mas- 
sachusetts Accident as of December 
31, 1918. It shows that the Company 
was well prepared to meet its epidemic 
losses and that claims were paid 
promptly. The report of the Depart- 
ment shows the following financial 
condition: Net premiums received, 
$440,443; income being $878,949: net 
paid policyholders for losses, $202,771: 
total disbursements, $474,595; balance, 
$404.354; surplus to policyholders, 
$225,799. 





New Jersey Casualty 
Men Have Good Time 


TOLD THEY MUST CO-OPERATE 


Real Purposes of Compensation Should 
Be Studied—Good Entertain- 
ment Furnished 


William ©. Mulvey headed the com- 
mittee on entertainment for the fourth 
the Casualty Under- 
of Northern New 


dinner of 
Association 


annual 
writers’ 


Jersey. This means a lot to those who 
know Bill. Those who neglected to 
answer the call did so with a certain 


lest the 
chairman might put something over on 
them and that they would regret their 
failure to at- 
Their fears were not groundless. 


sense of apprehension astute 


procrastination and final 
tend. 

The dinner was held at the Washing- 
ton, March 25, with fifty in attendance. 
A. Duncan Reid, president of the Globe 
Indemnity, was the first speaker. He 
emphasized the necessity for close co- 
operation of the casualty men really 
hope to get anywhere. The men in the 
field can derive real benefit from such 
practices, just as well as the companies. 

Referring to the Bureau, he said it 
had been going along on its own mo- 
mentum even though half the member 
companies are supposed by some _ to 
have resigned. While all feel that they 
have a right to differences of opinion 
they recognize the true value of co- 
operation and the Bureau is bound to 
continue as long as the underwriters 
believe in the spirit of co-operation as 
un asset to the business. 

Toastmaster Lerry spoke of the cour- 
teous treatment accorded by the Bureau 
to all the underwriters’ “kicks.” 

Compensation’s Real Purpose 

W. W. Green, chairman of the New 
Jersey Bureau, declared that insurance 
men are apt to forget the real purpose 
of workmen's compensation. The pur- 
poses of the compensation act are merely 
human. The compensation insurance has 
to be a real, live, human thing in order 
to be a success. It must undertake a 
real accident prevention campaign. Mr. 
Berry added that this must have some- 
thing behind it other than the mere 
proposal that in return for certain im- 
provements the employer shall obtain 
so much credit on his schedule. In 
crder to make good it is necessary to 
lead in this accident prevention work 
and expert medical service must also 
be given. Continuing Mr. Berry said: 

“Are we doing our utmost to get the 
injured man back on the job? We 
must give the injured worker more ex- 
pert medical service than the statute 
calls for. That will be the surest pro- 
tection against the menace of state in- 
surance. The important thing is to 
Luild up a system so good that the em- 
ployer will ‘elieve the service is such 
that he will desire that service in spite 
of any other he can get. The thing te 
do is to make compensation insurance 
fulfill its logical functions.” 

Lieutenant Horace H. Seavers told 
some of his experiences during two 
years in France with the Lafayette Fly- 





CLAIMS _ Service 
Burglary (All Lines) 
Accident & Health 
Auto Property General Liability 
Auto Liability Compensation 
I have a thoroughly equipped organiza- 
tion for handling the above in 
NEW YORK—NEW JERSEY 
CONNECTICUT 
Twelve years’ experience with three of 
the largest companies in the business 
Highest References 
Walter G, Evans and G. Everett Hunt, 
Counsel. 


G. P. BARTENFELD 


220 BROADWAY - - NEW YORK 
Phone Cortland 7321 
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Auto Collision 











Measure at Albany 
Might Help Sureties 


AND PROPERTY STATUTES 








LIEN 


Bill Proposed Would Give Company 
First Right Against Total Value 
of Property 


Surety companies should be some- 
what benefited by a bill introduced in 
the New York House by Assemblyman 
Flanigan to amend Section 13 of the 
Lien Law and Section 245 of the Real 
Property Law by providing that in ad 
dition to the priorities now given, a 
lien for materials furnished or labor 
performed in the improvement of real 
property shall have priority over any 
mortgage or other encumbrance on real 
property, whether recorded prior or 
subsequent to the filing of such notice. 

In this connection it is pointed out 
that a building being altered may be 
covered by a mortgage on the present 
building and the land as well, in the 
sum, for example, of $50,000, or on 
$100,000 valuation. Foreclosure of that 
mortgage cannot leave any equity, that 
is what is called equity of redemption. 

Loss to Material Men 

If there were material bills on 
count of new building, of $50,000, and 
the building were sold at $75,000, there 
would be a loss of $25,000 to the mate- 
rial men. 

Ordinarily the surety bond pays the 
material men for material liens in and 
about the building, so that if the surety 
company had paid off the material men, 
there would be no property against 
which to have any recourse. 

Under this bill, if there were $25,000 
of material claims or liens against a 
$100,000 building, the surety in paying 
those liens would have first right 
against the $100,000 property. 


ac- 


ing Corps, from which he was trans- 
ferred to the United States Service. 
Commissioner of Insurance Frank H. 


Smith assured the casualty men that 
he has not changed his views on the 
undesirability of state insurance 
schemes. 


The diners listened attentively to an 
entertaining talk by Captain W. P. Cav- 
anagh, of the Hartford Accident & In- 


demnity, who was with the “fighting 
Sixty-ninth” as part of the Rainbow 
Division. 

Among the entertainers was Miss 


Hildreth Keehner, of the Louis Schles- 
inger office, who sang several pleasing 
songs. 














92 LIBERTY STREET, NEW YORK, N. Y. 
Metropolitan Office—92 William St. 























BUSINESS=BUILDERS 














ANNUAL STATEMENT DECEMBER 31, 1918 
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CASUALTY AND SURETY POINTERS 





F. S. Garrison, as- 

Good Year sistant secretary of 
For the Travelers’ In- 
Burglary Lines demnity, Hartford, 
has issued a most 


timely circular on burglary, theft and 
robbery insurance. Judging by the 
newspaper reports there never was so 
much need for these lines as at pres- 
ent. Mr. Garrison points out that 
twenty-five years ago the total prem- 
iums on this line in the United States 
was only $48,360. In 1917 it was al- 
most $6,500,000, and in 1918 it is estt- 
mated at $7,500,000. In selling burglary 
insurance it is well for the agent to re- 
member that there are numerous forms 
of crime which ordinarily are spoken 
of as burglary. Therefore the terms 
hurglary, theft, larceny and robbery are 
all used in this connection, and each 
one has its own particular meaning in 
the Criminal Code. 

Just now two of the most popular 
forms of protection are the paymaster 
robbery policy and the messenger 
robbery policy. It is pointed out by 
Mr. Garrison that the present epi- 
demic of thefts and various’ other 
crimes will probably continue until the 
labor and business conditions of the 
country settle down to a normal basis. 
The professional burglar and highway- 
man will, however, always be a factor 
to be reckoned with. The residence 
burglary, theft and larceny policy is 
more popular than any other line of 
burglary insurance, although the av- 
erage premium is smaller. The war has 
cecreased the number of servants em- 
ployed and has therefore lessened the 
physical hazard to some extent, but the 
amount of losses is greatly increased 
because of higher valuations of prop- 
erty. About 16 per cent. of residence 
losses are traced to dishonest servants, 
but the reduction in loss by servants 
is much less than the increase owing 
to increased valuations. Just at pres- 
ent there are a large number of pro- 
fessional thieves operating as domestic 
servants. There is every indication 
that the burglary insurance companies 
during 1919 will be busier than ever 
writing business and paying losses. 

* * . 
1. Be Agreeable. Be 


“14 Points” agreeable in approach, 


of in speech, in appear- 
Salesmanship ance. The man who 
sees you coming is 


forming some opinion of your appear- 
ance and your manner of approach, and 


after the first minute of conversation 
his mind is made up whether or not 
he will let you go on. 

2. Don’t Argue Argument is dis- 


agreement, and resolves itself into an 
effort of each to prove the other wrong. 

3. Be Honest. Tell the truth, the 
whole truth and nothing but the truth. 
Never permit integrity to compromise 
with vestpocket. 

4. Know Your Goods. It is not suf- 
ficient to know that you are selling in- 
surance. You must know all there is 
to know about your own line and your 
Company’s goods. Ignorance leads to 
failure 

5. Be Human. To be human is to be 
natural, and naturalness in salesman- 
ship is psychological. 

6. Be Brief. Take only so much of a 
man’s time as may be absolutely neces- 


sary to present your proposition. Make 
it plain and make it short. 
7. Don’t Begin in the Middle. Your 


story for the prospect has a beginning 
and an end You can’t start in the 
middle and work both ways any better 
than you could start in the middle of 
the alphabet and recite both ways. 

S. Be Dependable. Don’t promise 
anything unless you know you can go 
through with it. Do as you agree; how, 
when and where. 


9. Avoid Egotism. Prospects do not 


listen to hear you talk about yourself. 
Keep all of that interesting stuff in re- 
serve until called for. 

10. Be Interested in Your Prospect. 
Remember his name, and business, and 
let him tell you more of his affairs if 
he will. Give him a good chance to talk 
about himself. He will furnish many 
good follow-up points. 

11. Discipline Yourself. Employers 
expect you to work eight hours a day. 
Make it ten for yourself, and make 
them regular. Don’t begin late because 
you are your own boss, loaf in the 
middle of the day because you can, or 
quit early because you don’t punch a 
time-clock. Look upon your self-em- 
ployment as a privilege to work. 

12. Have an Objective. Don’t work 
at random. No factory, bank or rail- 
road can run now and then or here and 
there and succeed. You must work to 
schedule. Start on time, keep up your 
pace, know where you are going, and 
get there. 

13. Be on Good Terms With Com- 
petitors. Cultivate friendly relations 
with all competitors except those who 
are not morally worthy. Let your own 
conduct be such at all times that your 
competitors must say a good word of 
you. 

14. Be Confident. A salesman seldom 
gets anywhere unless he believes in 
himself. Back confidence with ability 
end you win. 

“National Agents’ Record.” 
* * * 


CREDITORS TO BE PAID 


Aetna Indemnity Policyholders to Get 
47'% Per Cent. Dividend—General 
Claims 25 Per Cent. 
Creditors of the Aetna Indemnity, 
Hartford, may now look forward with 
confidence to receiving dividends from 
the receiver. The Company has been 

in liquidation since 1911. 

Receiver J. Birney Tuttle has two 
funds. One represents certain deposits 
with the state treasurer, and the other 
what is known as general funds. It 
had been decided by the court that a 
certain class of creditors had a right 
to share in the deposit with the state 
treasurer, exclusive of general credit 
crs, and after that was exhausted they 
stood as general creditors, and had a 
right to share in the general fund with 
the general creditors. 

Mr. Tuttle outlined his plan of divi 
dend. This was to pay a dividend at 
this time from the trust fund of 30 per 
cent. to claimants who have been ad- 
judged entitled to participate therein 
as policyholders of the Aetna Indem- 
nity, which dividend will use up most 
of the available trust funds on hand, 
and to pay a dividend of 25 per cent. to 
general creditors from general assets. 

As those entitled to participate in the 
trust fund are general creditors also 
for the balance of their claims unpaid 
after receiving the dividend of 30 per 
cent., they are entitled to the 25 per 
cent. dividend also from the general 
fund, equivalent to a total dividend on 
policyholders’ claims of 471% per cent 
The court passed an order for the dis- 
tribution of a dividend at this time of 
4714 per cent. on the _ policyholders’ 
claims, and 25 per cent. on the general 
claims. 

It was admitted that there will be 
another dividend paid to creditors who 
are entitled to share in the money that 
had been deposited with the state treas- 
urer. There was a question discussed 
with the court as to how this would 
work out in view of one class of credit 
ors having been paid 30 per cent. from 
the special funds so-called and then re 
ceiving the 171% per cent. dividend. It 
was finally decided to leave this ques- 
tion for mathematical computation 
when the final dividend is to be paid 
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The Last Word In Motor Insurance 








Surplus and Reserves to Policyholders Over Two Million Dollars 
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NOT EXPECTED TO PASS 


After Hearing on Health Bill in New 
York, Opinion Prevails That It 
Must Be Changed 


The hearing in Albany on the Daven 


port health insurance bill was largely 
attended, delegations of both the pro 
ponents and opponents being present 


from all sections of the state. This in 
dicates that interest in the subject of 
health insurance for industrial workers 
is growing and some plan of compul 
sory or voluntary health insurance will 
probably eventually be worked out 
The bill was opposed by the State 
Medical Association and various county 
medical societies. 

The Manufacturers’ and Merchant 
Association was represented by Mark 
Daly, general secretary; Judge Zochler 
and John L. Train of Utica, while 
Frederick M. Hitchcock of the Associ 
ated Manufacturers of Massachusetts 
and Miss Margaret Sticker, research 
and welfare worker, also spoke against 


the measure. George A. Scott, presi 
dent of the New York Fraternal Con 
gress. voiced the opposition of the fra 


ternal societies of the state, and Albert 
F. Gilmore of New York, on behalf of 
the Christian Science Church 

Those speaking in favor of the meas 
ure were James P. Holland, president 
of the New York Federation of Labor; 
James M. Lynch, member of the State 


Industrial Commission; Miles M. Daw- 
son, actuary; and John B. Andrews, 
secretary American Association for 


Labor Legislation, as well as represen 


tatives of various women’s and labor 
organizations. 
Senator Davenport said that the bill 


can doubtless be improved and that he 
is not committed to it in its present 
form. He invited constructive criticism. 
The consensus after the hearing wa% 
that the bill would not pass in its pres 
ent form and probably not at this ses- 
sion of the legislature. 


STANDARDIZING STATISTICS 
Frederick S. Crum Sees Special Need 
For Uniformity in Industrial 
Accident Records 
Frederick S. Crum, assistant statis 
tician of The Prudential Insurance Co., 
Newark, has been one of the most per 
sistent advocates of standard industrial 
accident reporting, classification, tabu 
lation and analysis. At the meeting of 
the Central Mississippi Valley Division 
of the National Safety Council, held in 
St. Louis, March 21, Mr. Crum read 
address on this subject in which 

said: 

“A mere mass or aggregate of figures 
relating to any given subject do not 
constitute — statistics. An immense 
amount of time and evfort may be de 
voted to the piling up of quantitative 
data on a given subject but if little or 


no thought is given to the quality of 
the data or to the purpose for which 
they are collected, the time and labor 


spent in their collection and tabulation 
is likely to prove time and effort large- 
ly wasted. Statistical data to be most 
reliable, complete and comparable must 
be carefully defined or standardized. The 
units which go to make up the mass 
must be carefully classified so that com 
parisons can safely be drawn. The ar- 
rangement of the well-defined and thor- 
oughly classified data in tabular form 
must be such as to bring out the con- 
tracts, correlations, causations, ete., in 
a manner to make the final analysis of 
the statistical information most clear 
and intelligible. 

“The foregoing principles apply to all 


statistical information and they apply 
with special force to industrial acci- 
dent statistics where causes are to be 


sought for in order that preventive 
measures may be taken to the end t*+t 
industrial accidents may be reduc’d to 
a minimum.” 
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American Central Life 


Insurance Company 
INDIANAPOLIS, INDIANA 
Established 1899 
All agency contracts direct with the company 


Address: 


HERBERT M. WOOLLEN, President 











PURELY MUTUAL THE CHARTERED 1857 


Northwestern Mutual Life Insurance Co. 


MILWAUKEE, WISCONSIN 
WM. D. VAN DYKE, President 


INSURANCE IN FORCE, $1,680,936,546 


SATISFIED POLICYHOLDERS each year apply for over 35% of the 
new insurance issued 


POLICIES MOST FLEXIBLE AND EASY TO SELL 


Complete Agency Protection: 
Enforced Anti-Rebate and No-Brokerage Rules 


Investigate GEO. E. COPELAND, 
before selecting your Supt. of Agencies, 
Company Milwaukee, Wis. 
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Working with William N. Compton and the John 
Hancock Mutual Life Insurance Company in New 
York City forms the happiest combination imagin- 
able for the life insurance salesman. 





If you have any doubt in your mind have it dispelled 
by calling at 


220 BROADWAY 
Phone 6030 Cortlandt 
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A Progressive 


SURETY ann CASUALTY 


Company 





Mr. Successful Life Insurance Agent: 
Do you want to secure a General Agency 
for yourself? If so, read this, it is 


WORTH KNOWING 


A $5,000 policy in the United Life and Accident Insurance Company guarantees: 
FIRST, that in case of death from any cause, $5,000, the face of the Policy will 
xe paid, 

SECOND, that in case of death from any ACCIDENT, $10,000, or DOUBLE the 
face of the Policy, will be paid. 

THIRD, that in case of death from certain SPECIFIBD accident, $15,000, 
or THREE TIMES the face of the Policy, will be paid. 


i 
FOURTH, that in the case of total disability as a result of accidental injury, the 
Company will pay direct to the insured at the rate of $50 PER WEEK during such 
disability, but not to exceed 52 weeks, after which the weekly indemnity will be at 
the rate of $ 55 PER WEE K throughout the perio xd of disability. Can insurance do 
MORE? And WHY should any man be satisfied with a policy that would do less? 
Annual Premium, Ordinary Life, at Aon FB. vascccconvcereccvcecescos $128.05 
Twenty Payment Life, at Age 35 Snipa aiesenivcbesstianiaainswenenbere 167.10 
Twenty Year Endowment, at Age 35.....ccccccscoscsecccvsccccceccce 235.10 


General Agents wanted in the following States: see, Delaware, Kan- 
sas, Michigan, Ohio and the District of Columbia. Addr 


UNITED LIFE AND ACCIDENT INSURANCE CO. 


Home Office, United Life Bldg., Concord, New Hampshire 




















GENERAL AGENTS WANTED 
Automobile Insurance 


INDEMNITY MUTUAL MARINE ASSUR- THE ROYAL EXCHANGE ASSUR- 





ANCE (Marine Dept.) OF 
ANCE CO., LTD., OF LONDON, ENGLAND LONDON, ENG. 
Surplus United States Statement....§ 461,101 po ghee ny a 
Surplus Home Office Statement...... 11,727,022 INS NCE Co. 
=, = ——- = 
Aeseh Inc., ( ne Department 
UNITED Ew YORE, N sa — United States State- $562,916 
Surplus .....cccccccescccccccccsceccesece $830,150 eoaiae thane ‘Office Statement ‘$7,433, 611 
APPLETON & COX, Attorneys 
3 So. William St. NEW YORK 


AN ATTRACTIVE PROPOSITION 
GENERAL AGENTS WANTED 
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. 
San Francisco Losses Ve AY) 
Amounting to $4,522,$05.00 [ 


paid PROMPTLY IN CASH 
WITHOUT DISCOUNT, from 
funds largely supplied by head 
office in Liverpool 


AND Globe T. A. WEED, Agency Superintendent 


U. S. Cash Assets, Dec. 31, 1917 $16,153,068.57 
Surplus - - 4,793,978.55 surance ) 
Losses Paid by eo Fire, 1871 $,239,491.00 o 


Losses Paid by Boston Fire, 1872 1,427,290.00 


Losses Paid by Baltimore Fire, 
1904 - - - - - 1,051,543.00 









and Fondon 
——— HUGH R. LOUDON, Manager 


CIMICED 


Over $155,000,000.00 


Losses Paid in the United States 


J. B. KREMER, Deputy Manager 


NEW YORK OFFICE 
80 William Street 




















